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RED GOOSE SALES 


ARREARS SAC ee, 
lions of pairs will be sold to meet this demand. 


M...... of powerful, compelling Red Goose selling messages will appear 
throughout the Fall Season in leading national publications. The tremendous 
combined audiences of Life, McCall’s, Good Housekeeping, Madamoiselle. 
Country Gentleman, Progressive Farmer, Farm and Ranch, and Holland's 
Magazines will be repeatedly reminded that Red Goose Shoes offer *” EXTRA- 
VALUE FEATURES”. 


*“EXTRA-VALUE FEATURES” FALL CATALOG 

“Extra-Value Features” is the interest- Friedman-Shelby Fall Catalogue con- 

ing theme emphasized in Red Goose taining a complete showing of Red 

National Advertising telling buyers of Goose Shoes is now in the mail. If your 

Juvenile Shoes the reason why Red name is not on our list please write 
Goose is their logical choice. today. 





Red Goose Division 


International Shoe Co. St. Louis 
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CRADLE HEEL 4/475, 


RETAIN IT... 


In CRADLE HEEL TRED shoes the heel is cupped and cradled to give the arch 

natural support and maintain the natural fleshy shock-absorbing cushion of the 

heel. The heel is held firmly in place and the body's weight is evenly and naturally 

distributed. This foot-health story is a convincing sales story, easy for your sales- 

men to explain and easy for your customers to understand and appreciate. Now a 

more than ever, CRADLE HEEL TRED shoes are a timely promotion because they BY ACTUAL TEST UP | 
fill that increasing demand for smart shoes that give marvelous comfort and fine TO 85% OF YOURS 


WEIGHT BEARS & 
wear. . DOWN ON THE HEELS 








MANUFACTURED BY CRADLE REST SHOE CO.., pivision or RICE-O’NEILL soe co. 
1900 WASHINGTON AVE. $T. LOUIS, MO. 





What's this? How come? Have Evans bought 
the Jimmy Pig outfit...the one out in Mil- 
waukee? Yes, the truth is they have and 
they’re getting ready to make Jimmy Pig 
leather in a great big way and sell it from 
Camden. More about it next week. 








KEEP Shoe Factory Rubber 
AT WORK! 


CHECK THESE 
RUBBER 


CONSERVATION | = 
POINTERS n many major and auxiliary shoe ma- 





] Seutfing or Abrasion wastes chines, rubber partsare essential to unhand- 
rubber by wearing it away. 
A careful check-up may re- 
veal ways of adding to rub- 
ber life without affecting 


icapped operation. They are of maximum 


operation. Toe restsand simi- value when kept working as long as pos- 
lar parts can be covered with : 
apliable leather which should e . 
injure the rubber. 

2 Petroleum Products — of all protecting them from needlessly rapid 
kinds will injure rubber by 
oi Se wear and deterioration. 


causing it to swell and lose 
its elasticity. Keep oils and 
greases away from rubber. If 
oil should get onto rubber, 
wash it off as soon as possible 
— first, with soap and warm 





water—then, with clear water. Get more out of your rubber machine parts. 
3 Direct sunlight deteriorates The “‘United’’ machinery service man can tell 
rubber rapidly. Protect it 
) from prolonged exposure. you whether worn parts can be rebuilt, or 
Faulty adjustments may ; . 
| 4 sehiian cobb teen toda whether they are ready for the national rubber 
| peve%wear. Have machines salvage pile. Don’t waste them! 


correctly adjusted, especially 
when changing sizes or styles. 














TAKE GOOD CARE 


‘ e . Rie a. 
! 
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THE RUBBER PARTS ON A UG/C CEMENT SOLE ATTACHING 
MACHINE WEIGH 51 POUNDS. 


2 Under water bags, €) can be bro- 
Rubber covers eo for PY . ken if the 2 blanket, @ 
cected wi anal between them and the profile pads 
nts New wears through. To repair bags for 
roug : women’s work remove the end 
plate, wirn the bagdaside out aft ~ 
apply an ordinary tire tube patch. 
Bags for men’s and children’s work 
must be patched on the outside. 


WHAT YOU HAVE 
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THE LAST, foundation of shoe line and form, 
is a determining factor in the interpretation 
of style. At the United Last Companys New 
York Style Studio, an experienced staff keeps 
alert to the trends in shoe styling so that 
United last service to the shoe industry can 


be constantly up to the minute. 


What are the latest style indicators? 
From the heart of the nation’s shoe style 
center, veteran Bill Burger reviews to- 
day's fast moving events, notes changes 
which may affect last and shoe design. 
Many shoe men seeking guidance in the 
decisions before them find his 38 years 
of practical experience in the last and 
shoe industry give valuable support to 
his views. 


What heel heights are going to head 
the list? How are upper patterns be- 
ing affected? Between trips into the 
field, Lloyd Brown (BROWNIE) finds 
these and a dozen more questions on 
the lips of shoe men visiting New York. 
His answers, based on a keen obser- 
vation of current style demands, are 
full of timely, useful style information, 


On your next visit to New 

York make a call at the Style 

Studio, Room 503 Marbridge 

Building . . . you will find it 

worth while. The number of UNITED LAST COMPANY 
visitors to the Style. Studio 4Q FE N, MASS 

has increased substantially 
each year since 1939 when 

this advisory and last styling 

service was instituted. 
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PerFORMance VALUES 


lt is your privilege as a shoe man to play 
some part in the war — in helping active men 


to be more fit in all walks of American life. 


The JOHNSONIAN man in his store, in every state in 
the Union, contributes his experience and the “Smart- 
est Shoes on the Square” do the rest. Proudly he 
watches the men as they go about and proudly he 
points to the perFORMance values of JOHNSONIAN 
shoes, in step and in stride with the times. 


8530—Gun Metal Blucher, Plain Toe Ook 
Sole, Grain Insole, Leather Heel, 
Dark Antique Finish. B, C, D, 6-12 


in the national in- 
terest JOHNSONIAN ; 
shoes are lasted, 

e — e oii po rane HAS BEEN ADDED 
balanced values — to make money for Sanitized FOR PROTECTION 
the merchant under today’s conditions. : 





JOHNSONIAN DIVISION ENDICOTT-JOHNSON: * NEW YORK CITY + ENDICOTT.N.Y. + ST LOUIS. MIS§OU 
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10,000 STEPS A DAY! 


That’s a lot of walking but most housewives take at least 
that many steps each day. And with each step millions of 
women are enjoying the extra comforts and advantages 
of shoes made with CELASTIC. By conforming to the 
toe lines of each pair of lasts and by maintaining this 
lasted contour, CELASTIC preserves the design of the 
maker when Matched Pairs go into Action. 


‘ 





EVERY PAIR OF SHOES WITH CELASTIC RESPONDS TO FEET IN MOTION 


This popular shoe type, made with 
CELASTIC, brings assurance to maker, 
merchant and wearer that there will be 
toe comfort during the entire time the 
shoe is worn. Because, doubler, box toe 
and lining are fused together into a light 
but strong structural unit, linings stay 
smooth — toes stay comfortable. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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THESE are friendly days and the 
flow of letters are token thereof. 
Back in the days of the American 
Revolution, Sam Adams in Boston 
and a group of patriots organized 
the Committee of Corespondence. It 
became a great force for good. Hun- 
dreds of strong and vigorous mind- 
ed men expressed themselves in let- 
ters, one to another. It had a pro- 
found effect upon the ultimate Dec- 


laration of Independence. 





These too are days when team 
work has its place, particularly 
through letters and the printed 
page. All of us are a little deeper 
in our thinking and our affections 
for one another and also our con- 
sideration of the problems of one 
another. 

Here’s a friendly letter that we 
give the wider distribution of the 
Boot anp SHOE RECORDER circula- 
tion as a typical thought of the day 
—-simple, sincere and real: 

“Have made up a report on our mail- 
order sales. Mail orders from retailers 
for the past six months have been 92% 
greater than the same six months last 
year. This proves to me that stocks are 
not overloaded as for the most, these 
were fill-in orders for needed sizes, not 
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an effort to stock up heavy. I’m pleased 
over this as it shows a healthy condition. 

“*A soft answer turneth away wrath.’ 
Words to that effect should today be in 
the minds of every business man. These 
are trying times. Between trying to secure 
merchandise from his supplier and trying 
to pacify the customer, a merchant finds 
himself behind the ‘eight ball.’ Some can 
stand the strain, some can’t. 

“Heard one who got peeved the other 
day and let the customer have it with 
both barrels. Yes, he was dead right in 
his statements but equally wrong in los- 
ing his temper . . . and, of course, in 
losing the customer. Most people know 
there is a war on and do not resent not 
being able to buy this or that in just the 
form they wanted it. There are some who 
just can’t reconcile themselves and want 
to blame everybody from the President 
on down. The harrassed merchant is the 


“We need to be reminded that we, as 
business men, cannot afford to become 
offended and cannot afford to lose our 
temper. I’m just as guilty at times as 
this merchant was. 

“Merchants have been mighty fine in 
this crisis as to their dealings with their 
suppliers. There have, of course, as you 
pointed out, been some cancellations. This 
always happens but they have, as a whole, 
been very gracious in the face of long 
delays in delivery and have realiezd not 
to expect the impossible. Our customers 
have cooperated with us, have not been 
over-critical because of deliveries and 


have not complained about prices. We 
are truly grateful.” 
* 7 7 
ALFRED VAMOS, the inventor of 
stretchable shoes and specialist in 
all shoe fabrics made with “Lastex” 
yarn, is in a very interesting posi- 
tion today, in the light of the 
complete eclipse of elasticized shoe- 
making due to the national rubber 
shortage rules and _ regulations. 


Never, within the experience of shoe 
men, has there been anything like 
the situation we are now in. Here 
was a most popular method of giv- 
ing elasticity to the shoe upper. 
Millions of pairs were in manufac- 
ture. Many millions of pairs had 
been sold and are still being sold 
out of store stocks. Suddenly, the 
supply ceases but the Vamos or- 
ganization, biding the time and the 
victory of the future, are research- 
ing. 

They are finding that as a type 
of footwear, the American public 
has a pent up appreciation for the 
time when rubber will be free to be 
made into the yarn and the backing 
process will again make possible 
free-fitting shoes that give play to 
the muscles of the feet in walking. 








Another. research is down the 
line of determining the life of these 
shoes and that’s a most interesting 
study because women possessing 
these shoes are reluctant to give 
them up and may long continue to 
wear them, resoled though the shoes 
must be. 

So you see, war may take away 
the oppertunity to make an article, 
but the useful life of the article con- 
tinues and the desire of the public 
for the article becomes one of those 
great epportunities for expansion 
after the war is over. The Vamos’— 
Alfred and Andrew—conduct their 
researches from their offices, Rooms 
406-16 Marbridge Building, New 
York City. 

TURNER JONES of Paxton-Turner 
Jones Co., Valdosta, Georgia, has, at 
the top of his letterhead: “The Fit 
is the Thing.” He has lived by that 
motto a full forty years in the retail 
shoe business in Valdosta. To live 
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a life in one community and to 
grow in service and usefulness is a 
real compensation. Turner Jones 
says: “Business is very good in this 
section. Valdosta has a big training 
air field, which helps a lot; and be- 
ing in the tobacco and turpentine 
-belt helps too—for, be it known, 
Valdosta is the biggest turpentine 
center in the United States—for 
that matter, maybe in the world.” 

"s turn back the pages of 
memory. We looked through the 
files and reread a speech that he 
made back in 1920 at the first con- 
vention of the old Southeastern 
Shoe Retailers Association. It was 
on the subject of windows as a 
silent salesman. The ideas are as 
pertinent today as they were then. 
Let’s cull a line—i.e., “Just as the 
face of every man is an index to the 
soul, so the window acts as an in- 
dex to the spirit of the store.” 

Many of our readers may remem- 
ber that great Southeastern conven- 
tion. Werner Byck was the presi- 


dent and shoemen who came to 
Augusta played a part therein: 














—Man, the human form, is con- 
structed to move 

—His feet point forward, his chest 
and chin are thrust forward, his 


eyes look forward. 
Bae el gs a Ne 
ee 


eyes show him the way forward; 
ree dad satisiliie edvdlas ttn 


—Therefore man, the forward look- 
ing, forward walking creature is 
by nature a constructive worker, 
a congenital optimist. He may 
get an occasional setback, 
present, but you can't nt bala hire 
down for long. 

—Man is the one living creature 
that is always dissatished with 
fixed conditions. 

—He must move forward. 


SU Tbe 


George Golden of Jacksonville, 
Florida; Mose Smith of Savannah, 
Georgia; Charlie Smith of Thomas- 
ville, Georgia; Joe Steel of Atlanta, 
Georgia; George Bussey of Macon, 
Georgia, and many others. 

Turner Jones says: “The time is 
getting ripe for another Southeast- 
ern convention. Shoe men need to 


get together.” 
. 





OFFICE of War Information, War 
Production Board, corrects a piece 
of misinformation, i.e. : 

“One error, which appeared in 
the Federal Register on July 11, 
indicated the average weight of 
crude rubber permitted per pair for 
men’s work shoes to be .25 pounds. 
The correct figure is .95 pounds.” 


OPA is about to begin a program 
of enforcement of the General Max- 
imum Price Regulation in areas 
where its educational activities have 
reached a majority of retailers. 
Price Administrator Leon Hender- 
son says: 


“The honest storekeepers—and they 
are legion —and the buying public must 
be protected against deliberate chiseling 
and penny profiteering 

At the same time, Mr. Henderson 
called the attention of retailers to the 
fact that housewives and other members 
of the buying public acquire the legal 
right, beginning July 31, to bring civil 
suits for a minimum of $50.00 (or treble 
the amount of the overcharge, whichever 
is greater) plus attorney's fees and costs, 
against any storekeeper who charges them 
more for an article than the OPA regu- 
lations allow. Similar suits may be filed 
by tenants in defense-rental areas against 
landlords who collect rents above those 
permitted by OPA rent orders. 

Scrupulous observance of all OPA price 
regulations is necessary, Mr. Henderson 
said, if retailers and landlords are to 
be free of the possibility of legal action 
under the law. 


“While we are going to continue our 
educational campaign, we are also em- 
barking on a program to enforce com- 
pliance wherever we know that ignorance 
of the law can no longer be advanced as 
an excuse by‘retailers who are violating 
the requirements of the General Maxi- 
mum Price Regulations,” said Mr. Hen- 
derson. “Effective weapons are at hand 
and will be used.” : 

Under the Emergency Price Control 
Act of 1942, violators of the Price Ad- 
ministrator’s orders and regulations face 
criminal prosecution with maximum pen- 
alties of $5,000 fines and a year’s im im 
prisonment, or both; civil injunction 
suits; action to revoke the seller’s license 
(all retailers are automatically licensed 
under the General Regulation); and 
treble damage actions. 

- 


INCOME received by individuals 
in the form of salary and wage 
payments in 194] were $12 billion 
greater than in the previous year. 
according to the Division of Indus- 
trial Economics of The Conference 
Board, while dividend and interest 
payments were $2.5 billion less 
than in 1929 and only $431 million 
greater than in 1940. These obser- 
vations are made by the Board in 
tentatively placing total realized 
national income in 194] at $90 bil- 
lion, or fully $10 billion more than 
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the income distributed in 1929, the 
previous peak year of The Confer- 
ence Board’s long-term series. 


FRED A. GANNON of Salem, 
Mass. (America’s first shoe town), 
the oracle of the shoe industry and 
historian, publishes interesting lit- 
tle pamphlets, the latest of which 
is a sixteen-page pocket pamphlet: 
“Doctor of Thrift.” Dr. Edward A. 
Holyoke was a famous Salem phy- 
sician and in his ninetieth year 
figured out that there was some- 
thing that he had learned in healing 
the sick and the suffering; and that 
was that poverty played too big a 
part in the misfortunes of mankind. 


So he started a bank to help peo- 
ple, among whom he dwelt. On 
his hundredth birthday, he said: “I 
have lived to contribute something 
to the advancement and improve- 
ment of the public welfare.” 
Another nugget of wisdom that 
we get from Fred is a quotation 
from a Book of Mechanics, written 
over a century ago, as follows: 
“There are detail makers and put- 
ters together. The one makes the 
parts; the other puts them together. 
The part, as made by one, being 
put together with other parts, makes 
the machine. Each is important, 
but the putter together is of the 
greater importance, for he must 
have knowledge that the parts are 
proper and skill to put them to- 
gether to make the machine.” 


OTIs E. MacNEILL, manager of 
the W. L. Douglas ‘Store in Salem, 
Mass., says: 

“May I make a suggestion as one 
ef your subscribers, who reads the 
Boot anp SHoe Recorper (and 
who thinks it should be sold on all 
newsstands in the U.S. A. It’s such 
a great book.) I would suggest to 
those shoe stores that are having 
trouble fitting bare feet that they 
carry about twenty-four pairs of 
‘try-on hose’. This would be unsal- 
able hosiery like ankle socks, etc. 
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Rather than to lose saléSjpn account 
of bare foot try-ons, I would use 
the socks.” 
THE Nelson Letter on Fashion and 
Merchandising Trends, issued by 
the Associates of C. E. Nelson, 
Inc., New York, says: 

“Of the two types of leg makeup, 





the stain which gives a sunburned 
effect is less popular, women pre- 
ferring the emulsion which resem- 
bles hosiery more closely. (Manu- 
facturers agree that the product can 
still he improved.) The introduc- 
tion and great popularity of this 
item have caused uneasiness among 
hosiery manufacturers, who feel 
that if the practice continues it 
might eventually cause serious in- 
roads on the hosiery market in the 
South and Southwest, where the 
climate would not discourage its 
use. 
“WPB order L-171, however, will 
definitely curtail the manufacture 
of this item. (The release by WPB 
did not coincide with the actual 
order and therefore various inter- 
pretations have been put upon it.) 
However, the most authentic is that 
all leg cosmetics not produced prior 
to 1942 will be banned. If this is 


correct, it,will affect all but a very 
small percentage of manufactur- 


” 


ers. 
* * 


THE British pattern for rationing 
is finding out that footwear needs 
of human beings cannot be equal- 
ized by mandate. In particular, in 
children’s footwear allowance has 
got to be made for the increase of 
he size and weight of the child as 

as the wear factor in foot- 
wear, The Footwear Organizer up- 
points the problem, saying: 

“Phe Board of Trade has made 
another effort to overcome the fam- 
ine in infants’ and children’s foot- 
wear, which has been steadily get- 


ting worse for the past eighteen 
months. By up-pointing the cou- 
pon values, they hope to reduce 
and stabilize the consumer demand 
at a level commensurate with the 
present permitted output of this 
section of the industry. 

“There can. be little doubt that 
the fundamental reason for the 
present shortage is the withdrawal 
from the market of some two mil- 
lion pairs of children’s Wellingtons 
and some seven’ million pairs of 
other types of footwear incorporat- 
ing rubber.” 






































“Frankly, Sir—the management prefers that you simply say it's too tight and omit the 
siztling adjectives." 
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* Washington Newsreel + 


“ALL composition soles on Army service shoes to be 
purchased in August will contain 10 per cent uncured 
tire scrap, the War Department has announced. The 
use of this material means the elimination of crude 
rubber from the soldier’s shoes, which in Quartermaster 
Corps procurements previous to July amounted to about 
\% lb. a pair. Not only will crude rubber be eliminated 
in the composition sole, but the amount of reclaimed 
rubber will be reduced by us.ng a high percentage of 
carbon-black, made from petroleum or coal. 

Another change in the specification for service shoes 
which will save considerable rubber cement, substitutes 
a cork bottom filler for the leather filler in the space 


between the inner and outer soles. 
* ~~ * 


UNIFORM dollars-and-cents ceiling prices for prac- 
tically all brands of New Zealand pickled sheepskins 
imported into the United States were established by 
OPA on July 25 with the issuance of Amendment No. 2 
to Maximum Price Regulation No. 145. 

These pickled skins, which are pelts of sheep or lamb 
from which the wool has been removed, immersed in 
a chemical solution to preserve and condition them for 
tanning, were originally included with other imported 
and domestic pickled sheepskins under the individual 
pricing formula provided by Regulation 145. 

Under the method provided by Regulation 145, max- 
imum prices were determined for each individual on 
the basis of his highest price during a base period be- 
tween Jan. 1 and March 31, for each brand, grade, 

_quality or type of skin, with specified adjustments. 


- * 


DEFINITE ceilings for New Zealand pickled sheep- 
skins were provided because OPA determined that many 
of the more important brands were not purchased by 
buyers in the United States during the base period. 
Furthermore, the prices at which some of the brands 
were sold or delivered during the base period were not 
representative of the general level of pickled sheepskin 
prices then prevailing. This resulted in considerable 
variation in ceilings for different buyers of the same 
descriptions of New Zealand skins. 

The prices specified in the present amendment, effec- 
< — 
SANDALS FOR A QUEEN 


Worn by peasant and royalty alike since the dawn of 
civilization, the sandal is linked to many of the most 
moving times and events of man's recorded history. Cleo- 
potra wore sandals when she played her momentuous part 
in the drama of Egypt and Rome; here another queen, 
Wilhelmina of Holland, appears in @ modern version, a 
laminated sole leisure shoe, as she summers at Lee, Mass., 
a royal refugee from her afflicted country. 
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tive July 28, keep New Zealand skins at their proper 
relative value in relation to each other and in compari- 
son with domestic skin prices, which are also covered 
by Regulation 145. 


THE following tabie sets forth in detail the permitted 


ceilings for certain brands of pickled sheepskins: 
Maximura Prices 
U. 8. Currency New Zealand Currency 
Produced Produced Prod Produced 
from lamb from sheep from lamb from sneep 
‘| pel — 
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T. B. & S. Co., Canter- 
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IN order to conserve the existing supply of Balata, WPB 
on July 25 prohibited sale or transfer of the material 
except under regulations prescribed by Government 
agencies, and banned its use except for purposes author- 
ized by WPB. Balata was formerly used in the manu- 
facture of shoes, -golf balls, hats, certain types of belt- 
ing and insulation for water-proof cable and it is now 
needed in the manufacture of self-sealing tanks used 


in airplanes and other military vehicles. 
* - om 


EXPRESS prohibition against using several layers of 
price lists, one piled on top of another, to post ceiling 
prices was written into the General Maximum Price 
Regulation. From the outset the regulation has required 
that ceiling prices on a cost-of-living commodity sold 
at retail be marked “in a manner plainly visible to. 


and understandable by, the purchasing public.” 
* > * 


AMENDMENT No. 18 to the General Maximum Price 
Regulation provides that the “maximum pr‘ce of each 
commodity offered for sale shall be plainly visible to 
the purchaser at the place in the business establishment 
where the commodity is offered for sale, and shall not 
be obscured by the posted prices of other commodities, 
whether by use of price books or catalogs, or layers of 
price lists or otherwise, or in any other manner.” 








IN COMMAND 
On the RUBBER 


FRONT 


Arthur B. Newhall, before the war executive vice-president of the B. F. Goodrich 
Rubber Co., now, as Rubber Coordinator of the War Production Board, has con- 
trol of production and use of all this country’s natural and synthetic rubber. 


YOU'VE heard Arthur B. Newhall called America’s 
“rubber czar.” Americans don’t like the idea of czars, 
despite the benevolence of baseball’s Judge Kenesaw 
Mountain Landis. But what manner of czar is Mr. 
Newhall? 

Come and sit across his desk with me for a few 
minutes, and we'll see what goes on in an office which 
affects practically every family in the country. Let’s 
take a close-up of the man who is trying to keep the 
kaleidoscope of supply and demand of rubber in proper 
perspective. But no dawdling, please, because Miss 
Hendon, his secretary, has loaded her boss with a 
heavy schedule from 8 a.m. until far into the night. It’s 
no cinch for your Recorper reporter to get in on his 
schedule these days when it looks like the god Mars 
can’t get enough rubber—let alone some for the millions 
of trucks and automobiles doing war work here at home. 

For most of his career, from technician in a rubber 
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laboratory to executive vice-president of B. F. Good- 
rich Rubber Co,, Mr. Newhall has been hard at work 
trying to get more people to use more rubber. 

But he’s up against a tougher job, these days, trying 
to get people to use less and still less—so our soldiers 
and allies will have better weapons to fight with. Art 
Newhall has shifted his thinking in reverse, and he’s 
getting up speed. Sometimes you think he feels lonely 
while the “battle of rubber” is being fought out on the 
front pages of newspapers with all sorts of conflicting 
statements and heated political emotions confusing the 
issue. Certainly only too few see the simple facts of 
the problem. 

“Keep your mind on this fact,” he tells you, “there 
just isn’t enough rubber to go around. The United 
Nations armies will need so much to win this war that 
there won’t be enough for the rest of us.” 

His soft voice and natural smile belie the tightening 
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A FORMER RUBBER COMPANY EXECUTIVE, WHOSE JOB WAS 
TO GET MORE PEOPLE TO USE MORE RUBBER, GOES INTO 
REVERSE GEAR AS CO-ORDINATOR OF RUBBER FOR THE 
UNITED STATES GOVERNMENT AND DEVOTES HIS ENERGIES 
TO TRYING TO FIND WAYS AND MEANS TO USE LESS 


of muscles around his eyes and his jaws. “He’s plenty 
tough” one of his associates has told you before you 
came in, and you wonder if he suspects that you chiseled 
a little extra gasoline from Joe at the filling station for 
that pleasure trip. 

“A few hundred pounds of rubber will increase the 
speed of a tank some 10 or 15 miles an hour. That dif- 
ference in speed may mean death or life for thousands 
of our soldiers,” he tells you softly—and you know he’s 
thinking about some boy whose belly is a target for the 
enemy. 


HIS good friend Douglass MacKeachie, then director 
of the Division of Purchases, OPM, sold Mr. Newhall 
on the idea of going to Washington in September of last 
year as deputy director. Late in February, he became 
chief of the WPB Rubber and Rubber Products Branch, 
and on March 31 of this year Donald M. Nelson, WPB 
chairman, appointed him Coordinator for Rubber, with 
broad powers “to direct and integrate all current pro- 
grams dealing with the use and control of production 
of natural and synthetic rubber.” 

His schedule of appointments include “must” meet- 
ings with the Army, Navy, and Allied representatives 
on materials requirements; with his own staff special- 
ists on rubber production, stockpiling, and synthetic 
rubber programs; then there are men from Reconstruc- 
tion Finance Corporation to discuss questions of appro- 
priations for new facilities, and he must see conserva- 
tion experts about scrap rubber collections, and scores 
of men from other government bureaus who have rubber 
on their minds. All this is only the “demand” half of 
his work—lining up requirements for rubber and syn- 
thetics for winning the war. Next week’s estimates may 
beggar today’s, so fast are the needs changing. 


BUT he’s get to keep the “supply” part of the supply- 
and-demand equation ironed out, too. He is in con- 
stant touch with every source of supply. The stockpile 
of rubber on hand (amounts are a military secret), 
progress of new plants now being built, and others 
projected, and every development both in the obscure 
and.in the large laboratories of industry and the govern- 
ment which are seeking to create new processes to make 
a usable rubber from more plentiful commodities. 

Our rubber czar must see that unsolicited ideas for 
making synthetic rubber or growing crude are ex- 
amined by experts. He must encourage the use of alter- 
nate specifications which usually mean getting a poorer 
grade of the material in some product. And he has been 
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ardent in supporting every idea suggested to collect 
scrap. He tells you: 

“You men in the shoe industry have been doing a 
fine job in the program for saving rubber. You are 
collecting something priceless today, now that the 
United Nations have lost the East Indies to the Japs. 
Keep it up. The boys out there fighting need more 
rubber.” 


New Curbs on Truck Tires 


Drastic new cuts in the list of trucks eligible for 
tires are being studied by the OPA as a measure to keep 
the most vital vehicles rolling, Price Administrator 
Henderson said recently. 

The rapidly increasing tempo of our war program 
which has put vast numbers of heavy trucks on 24-hour 
shifts, together with other factors, has caused the de- 
mand for truck, tires to increase far beyond the esti- 
mates made ai the time tire rationing was instituted, 
Mr. Henderson declared. 

“It already is becoming apparent that the measure 
instituted a few days ago which will result in denying 
tires to privately owned trucks transporting alcoholic 
beverages, soft drinks and other luxury items, will not 
be sufficient to meet this rapidly developing emergency. 

“Our problem is to keep essential trucks on the job 
—the trucks that haul the building materials for new 
Army camps, that keep the lumber camps going, that 
haul the parts for our war machines to the assembly 
plants and distribute the essential foodstuffs to our 
whole population. 

“Applicutions for truck tires by eligible operators 
have outrun the quotas. We can’t increase these 
quotas enough. Were having to choose between vital 
operations and semi-luxuries. We took more than 
100,000 trucks out of the tire market when we dropped 
beverage and ether luxury carriers from the preferred 
list for replacements. Now we must go much further, 
and we're making our determinations as to what new 
groups can be eliminated with the least harmful effects 
on our war effort and public necessities.” 

Reports have been coming to the OPA from all 
sections of the country, Mr. Henderson said, showing 
that applications for tires for trucks performing vital 
functions have been piling up in local war price and 
rationing boards because of lack of quota. 

“Vehicles badly needed on a military construction 
job in the far west face idleness unless they can be 
provided with tires soon,” he continued. 








No more high rubber boots for non-es- 
sential civilian use; no more luxurious 
velveteen party galoshes; no more gay 
colors. Instead, more tires for Uncle 
Sam's trucks and tanks, for jeeps and 
bombers. Manufacturers and consum- 
ers are cooperating with the govern- 
ment by giving up novelty styles in rub- 
ber footwear for the duration. Stand- 
ard styles will protect their feet from 
wet and cold just as effectively and 
much more patriotically. 


RUBBER COMPANIES 
SET NEW STANDARD STYLES 


in a Fine Spirit of Patriotism and Cooperation, Leading Rubber Com- 
panies Agree on Wartime Styles in Women's, Children's and Men's 


Protective Footwear. In the Interests of Civilian Health, the Govern- 

ment Has Released Sufficient Rubber to Enable Manufacturers to 

Complete Their Lines for the Coming Fall and Winter. Types for 
Women, Misses, Boys and Children Are Shown Here. 








Left: The rubber manufacturers 
pick these types for children: 2- 
snap gaiters or galoshes, storm 
overshoes and, for boys, storm 
overshoes with reinforced tips. 


HATS off to the manufacturers of rubber footwear! 
They have met the country’s needs as they should, and 
must, be met this year with good, serviceable overshoes 
in types suitable for all weather conditions. 

Women’s types are of three kinds . . . the 2-snap 
galosh or gaiter, the overshoe with tongue or the 
croquet type sandal and the foothold. All these styles, 
_ except for the footholds, are made over a number of 
different lasts and on a number of different heel heights. 
With conditions and regulations frequently changing, 
it is not possible to list heel heights or lasts. 

For children’s and misses’ shoes, also, the 2-snap 
galosh is standard. Overshoes are included for all ages 
up to men’s and women’s sizes. In boys’ sizes heavy 
protective tips are added. Man’s working boots are 
made of heavier fabrics; overshoes of sturdier rubber. 
Both jersey and fleece linings are being used, according 
to the types and uses of all the different shoes. 

In addition to the above, special industrial boots 
with steel box toes are being made. Among these heavy 
work boots, those for miners are considered essential. 
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The styles described and illustrated here have been 
developed according to government recommendations. 
Black is the only color permitted. Only as much rub- 
ber as is essential to make a satisfactory article is 


allowed. “Duration” quality is the name given to it 
and the rubber does not carry the usual guarantees. 
Very definitely bread and butter styles, these shoes are 
being permitted in the interests of public health. The 
government realizes that protection of the civilian feet 
from wet and cold is an important part of the national 
war effort. The rubber companies have done a fine 
cooperative and patriotic job in adopting standard 
styles. 

Intelligent care of all rubber footwear cannot be 
over-emphasized. In our June 20 issue we published a 
story, “Do’s and Don’ts in Rubber Conservation,” 
covering very thoroughly the right methods of cleaning 
and storing all rubber footwear, including rubber-soled 
sports shoes. Several of the leading rubber manufac- 
turers contributed specific rules for the care of rubber. 


[TURN TO PAGE 29, PLEASE] 
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BUILD A 


The slate idea is always good for back-to- 
school promotion. Black cardboard with a 
frame of wood wound with colored cord 
can be used. Timely messages can be 
worked out in white script lettering. Below, 
red, white and blue torn-edge paper, one 
on top of the other, make attractive pa- 
triotic signs. 


STRONG AMERICA 


ON A STRONG FOUNDATION 


“SENDING them back to school in shoes that fit” this 
Fall becomes the patriotic duty of every responsible 
store in America selling children’s shoes. In every 
community cooperative effort should be made to pro- 
vide free foot and shoe examination for every school 
child. Local conditions will determine whether examina- 
tion tickets should be distributed by stores and health 
agencies, or whether a general invitation should be 
issued. The former plan probably assures better cover- 
age and greater certainty of attention. If the latter plan 
is followed, children from different sections of town 
should be examined on different days to prevent con- 
gestion. There should be no “strings” attached to the 
offer. 

Through the Office of Defense Health and Welfare 
Services, the government is calling upon the mothers 
of our country to help their children to grow strong and 
stalwart, with sturdy bodies and minds equipped to 
cope with the responsibilities of the world of tomorrow 
in which they will live. Proper diet is stressed «in full- 
page ads that include nutrition charts, and the flag- 
bedecked issue of the Saturday Evening Post carried 
the story of what is being done in 93,000 schools for 
6,200,000 children to provide lunches that “give them 
the stuff bright eyes and pink cheeks are made of.” 
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BUT—you can’t build a strong body on a weak 
foundation. Children going back to school in misfit 
shoes or with crippled feet have a handicap that cannot 
be overcome by all the milk and spinach north of the 
Gulf—the cause of the condition must be removed. 

A foot survey of 458 boys and girls, aged nine to 
twelve years, made comparatively recently, disclosed 
the following conditions: Shoes too short, 357; too nar- 
row, 245; correct, 90. Wrong last, 105; weak foot, 323. 
Posture: A, 17; B, 140; C, 213; D, 45; AB, 11; BC, 
30; CD, 2. Other surveys bear out these percentages, 
which clearly show the need for action to meet this 
menace to “raising today the stalwart Americans of 
tomorrow.” 


IF a local cooperative examination program under 
store sponsorship is impossible, attention to the condi- 
tion should at least be urged upon the school and health 
officials of the community. Every good store should 
make a special effort to have every child on its cus- 
tomer list brought in for a careful checkup. We appre- 
ciate that we are not urging anything new—that many 
good~stores have carried on consistently and con- 
scientiously year after year. Yet a condition still exists 
that must have patriotic attention—it becomes one more 
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CENTER YOUR 


BACK-TO-SCHOOL PROMOTION ON 


THE IDEA THAT STURDY BODIES NEED SHOES WHICH 
PROVIDE THE UTMOST IN PROPER FITTING QUALITIES 


Shield idea surrounded with school 

pennants ties up the patriotic and 

school themes in an interesting dis- 
play for window or department. 


contribution to the war effort by the shoe retailers of 
America. 

In passing, we wonder how many children’s shoe 
stores still display the Pledge from Boot anp SHOE 
Recorper, June 27, 1936— 


A Pledge of Service. 
Growing feet deserve proper fitting. 


This store pledges . . . 


That every pair of children’s shoes we sell will be 
carefully fitted by a competent shoe fitter. Children 








in the ages of vigorous growth niay show increases in 
foot length of a full size in a six-months’ period. Shoes 
sold over the counter without proper fitting may cripple 
or injure the feet of growing Americans. 

Therefore, in this store, we prohibit the sale of chil- 
dren’s shoes without fitting service. 

Here are suggestions published by the National Foot 
Health Council several years ago that still provide good 
suggestions for a folder to be distributed as a part of 
your foot health for children program. 

1—Watch growing feet. Replace shoes with a larger 
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Large simulated books 
form entrance to slanting 
display oj shoes. Cutout 
schoolhouse stands out 
from white back panel. 
Flag pole is red, white 
and blue “pencil” with 
white pennant and blue 
lettering. 





HEALTHY FEET ARE 





ESSENTIAL TO A HEALTHY BODY 
SHOES THAT FIT ARE ESSENTIAL TOHEALTHY FEET. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Do It OUR Way 


HOLD on to your common sense in this muddled up 
peried we are now in. Remember, the habits of life 
rest on a lot of regular things—recognized and followed 
by the majority of people—war or no war. Aleng 
comes something terribly unusual, terribly uncertain, 
terribly disturbing. Then your common sense seeks 
for a toe hold on some of the things made vital again. 

You can’t ride—so you learn to walk. You can’t 
heat your house—so you'll learn to live with your rela- 
tions back in the country who have wood fires. Amer- 
icans can take it! 

What we object to is things that disturb our common 
sense. Some tell us that the shortages are real and 
we find out that by a little careful American planning 
we can stretch things. To bring it all down to a simple 
term, “we can do with something else if we can’t get 
what we want”; and if worst comes to worst, we can 
apply the old American idea “F. H. B.—Family Hold 
Back,” that little signal that was passed around when 
unexpected guests came to the house at dinner-time. 

We were told at the styles conference eighteen months 
ago that there would be no silk hosiery, anywhere, 
within five months of that alarm. You can still go 
into stores and buy silk hose at ceiling prices. We were 
told that there would be no more rubber for elasticized 
footwear. That may be an eventual truth but, believe 
it or not, the new patterns use a very little area of the 
precious material and we wouldn’t be a bit surprised 
to see some elasticized shoes in some lines way into 
next year. 


WE are an ingenious, adaptable people when we are 
thinking straight. What-we’ve got to fear on the home 
front is restrictions and regulations that violate com- 
mon-sense. To say you can’t make certain things cer- 
tain ways when you have the ingredients at hand is 
just wasteful regulation. Americans detest prohibitions. 
The task in Europe may be to ration scarcities but 
America’s task still is and remains—to organize the 
abundances. 

It would be folly to come out and say: “Eat less 
bread” when the granaries are bursting. It would be 
folly to specify standard, utility shoes of certain pre- 
scribed materials when there are mountains of split 
leather—unusable and unsalable and a diversity of 
other materials as well. 

It is entirely possible to conduct a vigorous, energetic, 
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successful war and at the same time have an alert, 
living and profitable home and business front. 

You just can’t take away common incentives. They 
had an experience with that in Australia. “The gov- 
ernment has finally yielded to the insistent demand of 
business men for the abandonment of the proposed 
limitation of company war-time profits to 4 per cent. 
Prime Minister John Curtin explained that the decision 
had been reached owing to the insuperable difficulty of 
providing a just application of the principle.” 

Our legislators in Washington want to harness all 
business to a dull work horse diet of hay and oats. Even 
a limitation of what a man can earn as a wage has 
within it sterilization of ambitions and incentives. What 
we need is a healthy, vigorous America, working like 
mad to get things done—not only for the war front 
but for the home front—and we don’t mean a super- 
abundance of wasteful things, and commercial ab- 
surdities. The public itself is putting on restraints; is 
checking its luxuries and extravagances and is taking 
this global war as an exceedingly serious piece of co- 
operative effort. 

We may be in the dark night at the moment; but we 
are working for the dawn again of our own form of 
individualistic democracy. We don’t like collective 
mediocrity because it isn’t characteristic of our people 
—their traditions, their opportunities. 

Unless there are incentives to profit, we will have a 
terrible period of lazy money. Far better for a man to 
have a capacity to earn—than to have money in the 
bank alone. 

We, in shoes, are a very useful factor in American 
life—more important now than in the soft riding days 
of the past. Think twice, men in Washington, en any 
project that is patterned on any European rationing 
system. We have seen booklets and reports on British 
War Regulations in so many places of authority that 
we hope that it is not to be a super-imposed pattern 
from a land of scarcity on a land of such amazing vigor 
and abundance (as America) that it will blanket out 
all of our incentives and our common senses. 

If there is anything we are not giving to the war 
freely and willingly, it is only because men in authority 
haven't asked for it. 

This nation, under its method of freedom—can pro- 
duce more, do more, than any nation—friend or foe— 
anywhere—let’s keep it so. 
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TOWN BROWN DOESKIN, No. 744, harmonizes with all brown 
furs, and is equally correct for casual, town or dress shoes. With 
contrasting leather or color touches, or as an all over shoe, 
TOWN BROWN DOESKIN will be as color and fashion right in 
1943 as in 1942. 
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Improved Buying Power 
Helps Sell Shoe Wardrebe 


BETTER WAGES, RESULTING FROM WAR WORK, HAVE ALSO ENABLED 
THIS MICHIGAN SHOE DEPARTMENT TO INCREASE ITS UNIT SALES 


THREE factors are resulting in larger average sales 
tickets for our department: (1) improved buying power 
in our industrial city; (2) a remodeled section with 
lots of eye appeal; (3) more walking, with resulting 
emphasis on the importance of well-built shoes. 

Two years ago, we were doing more than half our 
unit volume in three price ranges of $3.95, $4.95, and 
$5.50. Now 60 per cent of total pairs sold are at $7.95, 
30 per cent at the $10.95 figure, and around 5 per cent 
in the $4.95 play shoe, with 5 per cent at $12.50. We 
have eliminated the three former lowest price lines 
except for play shoes. 

Improved buying power has made the shoe ward- 
robe easier to develop. We show a second type after 
the first sale is made, the ticket filled out, but the parcel 
not wrapped. Many times this proves to be “the next 
pair.” By moving our seasons for shoe styles forward, 
the whole industry has retired shoes from use at closer 
intervals, and has markedly increased customer accep- 
tance for what’s new. Because we take pains to show 
a different style of footwear for this extra sale or sug- 
gestion, we do not make the mistake of unselling the 
first purchase with a substitute decision. To do that 
would be to expend clerk hire uselessly and unprofit- 
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On display stand and in wall niches, paired shoes 
are conveniently located for customer inspection 
in the Smith-Robinson shoe department, above. 


ably. “Next pay day I'll be in again,” is a frequent 
answer; and it’s true, for the workers who haven't 
been possessed of much foldin’ money are getting lots 
of kick out of buying more shoes and better ones, with 
style uppermost in their minds. 

As for our department itself, we give it lots of appeal 
with a new decorat.on job. We are using three warm 
tones, running from cream and cafe au lait, to the full 
broadloom floor covering in a good soft tan shade. Long 
mirrors on the sides of our center pillar are used for 
customer inspection. This plan we find has every advan- 
tage over the small service mirror; colors and styles 
are shown with the rest of the costume; a better fit is 
assured by having customers do some walking in the 
shoes. 

In the department or in window displays we use 
forms in every piece of footwear. There is no wrinkle, 
no gap; appearance is lifelike, and in the open back 
and toe, a better fit is shown. Displayed shoes are always 

- [TURN TO PAGE 25, PLEASE] 
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Build a Strong America on Strong Foundation 


[CONTINUED FROM PAGE 21] 


size as soon as needed. Some children’s 
feet, at certain ages, outgrow shoes 
within 4 to 8 weeks. 

2—Teach children to tee straight 
ahead when walking. Toeing out 
weakens the ankles and ruins a grace- 
ful stride. 

3—Discard stockings which are 
crowding the toes. Pointed toe stock- 
ings cause ingrown nails and large 
joints. 

4—Bathe feet daily in warm water 
with a good grade of soap, brushing the 
toe nails. 

5—Cut the toe nails straight across, 
not shorter than the flesh at the end 
of the toes. 

6—Feet support the body. Good feet 
assure good posture. 

7—The feet of school children should 
be examined at regular intervals so 
that minor defects, which may become 
serious, can be corrected before they 
disable the child physically or retard 
the ability to study and keep up with 
classes or sports. 

The attitude of one of many good 
stores dedicated to the careful fitting 
of children’s shoes is well stated in this 
paragraph from an ad by Alexander’s 
(New York): 

“Selling shoes is incidental, caring 
for feet is fundamental”—this is the 
cornerstone of Alexander’s Footguider 
policy. Uptown parents feel safe in 
bringing their ehildren to us. They 
know we shoulder the full responsibility 
for fitting their children’s feet ac- 
curately! In each Alexander store there 
is a fitting supervisor. He is not a 
salesman—he is there as the customer’s 
representative to determiné the cor- 
rectness of every shoe fitted. If he finds 
that we cannot fit your child correctly, 
he will not let you buy.” 

Even if the plan of free examination 
of children’s feet and shoes should not 
be possible there is one thing that even 
a single store can undertake to do 
alone. That is to feature in ads and 
windows, stickers and tags and posters 
such slogans as— 

“Send your children back to school 
in shoes that fit. America needs Amer- 
icans strong.” 

“Healthy normal feet are literally 
the foundation of any health program 
to build stalwart Americans for the 
future.” 

Written with chalk on simulated 
slates. made of black card in a light 
frame bound in red cord, these and 
similar slogans will make a poWerful 
promotion feature. Small single col- 
umn cuts_can be scattered through the 
paper, and larger poster signs can be 
used in many places. You can literally 
cover the town with them at small cost. 
Use your store name in small type be- 
low the slate. 

Ingenious conservation ideas are also 
due to appear in your shoe showings— 
people will be imterested in them. 
Show and sell them NOT AS SUBSTI- 
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TUTES but as interesting now ideas. 
Stitched styles will be more popular. 
Two leathers are smarter than one. 
These and all the other innovations 
should be played up—not down; Pre- 
sented as desirable—not apologetically. 
Your attitude will do much to deter- 
mine acceptance of these new ideas. 
It’s up to you whether or not the pub- 
lic accepts them as agreeable innova- 
tions. 

Naturally your displays will take on 
a patriotic atmosphere. But let the 
patriotic theme in decoration supple- 
ment the “school” atmosphere. Dress 
up the department as well as your win- 
dows. School pennants and pictures 
mingle well with national colors in 
decorations—but use shields and bunt- 
ing, NOT AMERICAN FLAGS in your 
commercial displays and_ decorations. 
One strong decorative piece could be a 
large shield as the center unit, with 
school flags or pennants arranged 
around it. Another would be to frame 
the window glass with a white-starred 
blue band edged in red, with a shield 
top centered, bearing the caption: 
“Young America goes back to school.” 
In the window setting proper use 
schooltime suggestions. 

Also remember to suggest shoe ward- 
robes. Shoes for dress, for school, for 
play, and for home lounging add slip- 
pers. With children, as with grown ups, 
a good shoe wardrobe aids conservation. 


Improved Buying Power 
Helps Sell Shoe Wardrobe 
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shown in pairs—also more realistic 
and appealing. 

Operating from closed hidden stock, 
behind streamlined partitions, the wall 
line broken by display circles for fea- 
tured merchandise, we are able to nar- 
row the pairage shown to just those 
shoes the individual customer is logi- 
cally in the market for—thus pointing 
up our selling effort and making our 
manpower go as far as possible. 

It’s known to every shoe buyer that 
there’s big volume ahead on shoes 
correctly constructed for foot health. 
Already the patrons are walking, 
standing in crowded cars and buses, or 
waiting on tiring corners. This puts 
added responsibility on the selection 
of right shoes. Price isn’t nearly so 
important as correct features in to- 
day’s retail picture. The shoe man is 
doing his best to anticipate trouble 
and induce style-minded women to buy, 
along with their style, well-fashioned 
shoes that will take it under today’s 
transportation conditions. 

We sell polish to 90 per cent of our 
shoe buyers—two bottles for two-tone 
shoes. This is shown along with the 
shoes, before they are wrapped, and 
we quote the retail price of shoes- 
and-polish. 











INCREASED EARNINGS 
REWARD YOUR EFFORTS 


Because of the liberal nature of 
the Health Spot profit-sharing 
plan — whereby you receive a 
weekly salary plus a large share 
of the profits—there is no limit 
to what you can earn. 


Mr. M. L. Kepple 


HEALTH SPOT SHOE SHOP 


316 E. 4th ST. 
WATERLOO 


Mr. Kepple’s record of a con- 
stantly growing volume, along 
with an ever-increasing income 
for himself, is typical of the 
kind of suceess it is possible to 
achieve in a Health Spot Shoe 
Shop. . 


The profit-sharing plan encour- 
ages an operator to put all of 
his energy and enthusiasm into 
the job—for he knows it will be 
to his ultimate benefit to do so. 


In Health Spot Shoes you have 
a product that is easy to sell, 
for one customer sells another. 
This, coupled with the profit- 
sharing feature, makes a most 
attractive proposition. 


NO INVESTMENT REQUIRED! 


There are many opportunities 
for men to operate Health Spot 
Shoe Shops. Send for an appli- 
cation blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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OTHER PEOPLE’S 


Follow Up on Defense Workers 


A simple means of a profitable vol- 
ume of work shoe sales has been de- 
veloped by the C. R. Anthony Com- 
pany, Salina, Kansas, by obtaining a 
list of workers being employed for 
defense construction projects in the 
area, arid following ‘up every person 
on the list with a direct mail invita- 
tion to visit the store’s work shoe 
department. 

C. R. Anthony, head of the com- 
pany, discovered early in the defense 
program that hundreds of workers 
going to work on training canton- 
ments, air fields, and other construc- 
tion projects were not supplied with 
safety shoes, and the specialized work 
footwear which their employment re- 
quired. He put in a complete line of 
work shoes of all types, then devel- 
oped his “prospect list” by going to 
a local photographer making identi- 
fication badges for defense workers, 
and sent éach of 450 persons a per- 
sonal letter listing shoes in stock. 


*.% 


Shoes vs. Gasoline 


If gas rationing hits your town as 
severely as it has New York, you can 
benefit by a promotion that Man- 
hattan tried and found attention-get- 
ting. I. Miller showed a shallow panel 
window revealing walking feet with 
the streamer, “Three Gallons Won’i 
Get You Far—bit I. Miller Loways 
Will.” Center was an amusing touch 
—three one-gallon jugs cut out in 
relief indicating the A ration. 
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Looking Ahead on Style 


One well known group of men’s 
shoe stores has found that it pays to 
look ahead as well as to the present 
in shoe displays, particularly in the 
interior of the store. In all of these 
stores it is the policy to set up dis- 
plays at strategic points that contain 
not only present styles, but those of 


the future that will be sold during the 
coming season. This has been found 


_an excellent means to gain extra pair- 


age since these displays start the cus- 
tomer thinking of the coming season, 
get him interested in and thinking 
about the shoes he is going to wear 
the next season, and often result in 
sales on the spot. 





CLEVER MESH FOOTWEAR. DISPLAY 


The emphasis on open-mesh wo- 
men’s shoes was cleverly portrayed 


This novel ow cleverly 


which the’ glass itself was given a 
mesh effect. 


dramatized the “mesh” idea at Stix-Baer-Fuller, 


+. Louis, and brought in extra business as a result. 


by Al Pauly, women’s shoe buyer of 
Stix Baer Fuller, St. Louis, Mo., with 
a wall-case display in the center of 
the store’s fashion department- in 


At the escalator head, where hun- 
dreds of women pass hourly, Mr. 
Pauly constructed a display showing 
four pairs of delicate mesh shoes, 
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IDEAS 


each pair “floating” on a diaphanous _ 


“cloud” of marquisette. One -cloud_- 
was- blue, oe “orchid, one rose, and 
another pink—all on hidden wires 
which made the shoes appear to float 
in mid-air. -A sign in the center read 
“Mesh for Summer coolness.” 


play, a heavy oil paint was applied 
with a thin brush to the inside ef the 
glass, interlaced carefully to simulate 


the chicken wire mesh. Passersby 


“Jooked at-the shoe display through 
the enlarged mesh—and a large num- 


ber of women’ became curious enough 


_or.Navy service, Mr. Goldstein began 


asking. them to sign their names on 
an 8 foot section of white plaster wall 
at the rear of the store. He provided 
a black crayon for the purpose, and 
asks the customer to place his name 


To ~ wherever he wished. As a result, the 


heighten. the filmy effect of the dis- - 


wall is covered with scrawls of fa- 
miliar names, “last comments” jok- 
ingly made by some of the boys, and 


_ the initials of many others. 


~ Customers coming into the store 
now spend as much as ten minutes 


- scanning the wall for names of their 
friends, and trade with older custom- 


to ask to see a pair. Forty-six pairs _ ers has_noticeably picked up. The 
of mesh pumps were sold the first.day 
the display was put up, according to 
the Stix Baer Fuller department. — 
4- @ % 


Colored Boxes Set Off Play 


A clever display idea which helps 
so puch-the Ship thar chop of Topas 
Mercantile Company, Topeka, Kan- 
sas, is the use of brilliantly-colored 
cardboard boxes on the open shelving 
in the shee department where play 
shoes are stocked. 

Since reserve stock must be kept in 
plain sight on the shelves surround- 
ing the department, buyer Tom 
Wright of the department found the 
play shoe section uninviting—until he 
hit on the idea of covering the boxes 
with brilliantly colored display paper 
of the same color as the shoes con- 
tained within. 

A good deal of the paper was on 
hand in the display department; much 
of it waste sheets left over from pre- 
vious window use. Pasted around the 
front of the boxes neatly, the brilli- 
ance- of red, green, blue, patriotic 
combinations, etc., makes the shelves 
a blaze of color and helps salesmen 
to find the properly colored shoes 
more easily than scanning the former 
white fronts for the color name print- 
ed on them. 

Size information is left on the front 
of the box by simply penciling it on 
when the wrap is made—and thus 
customers quickly get an idea of the 
color choice possible with a glance at 
the shelves and salesmen can find 
their choice more rapidly. 

* * #&# ¢ 
Signature Billboard for 
Draftees 


A novel idea in creating goodwill 
with young men inducted inte _mili- 
tary service is “putting their names 
on the wall” according to Herman 
Goldstein, manager of the Globeville 
Shoe Store, Globeville, Colorado. 

Finding that many of his young cus- 
tomers were leaving shortly for Army 
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names will be left on the wall until 
the end of the war, Mr. Goldstein 
declares. 











MAMERICA 
We'll Be Walking Now... Are 
Your FEET Ready for the Strain? 
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Now that we're literally getting back 

on our feet, Theodore Schultz, of Foot 

Health Headquarters, Niagara Falls, 

N.Y., is osking—" Are your feet ready 

for the job?"—and offers to show, 

free of charge, — they ore or 
not. 


Handling Barefoot Customers 

The increasing use of bottle hosiery 
by the ladies of the nation is widely 
reported to be bringing a flood of 
problems to the retailer. The prin- 
cipal difficulty is how best to fit the 
customer who comes in for shoes 
without any covering whatsover on her 
foot. 

For a long time, Lord & Taylor, 
New York City, has been meeting a 
similar problem in personal daintiness 
and social hygiene with a successful 
solution. This store keeps on hand a 


~ supply of panties which are offered to 


women who come in scantily clad for 
corset and foundation fittings. Each 
pair of panties is thoroughly sterilized 
after every use so that succeeding 
customers are protected. 

The same procedure could solve the 
current problem of retailers. Any 
store could collect inexpensive anklets 
in a range of sizes, arrange for their 
immediate sterilization after use and 
advertise widely the care with which 
the firm handles its customers. A 
dangerous sales situation fraught with 
every possibility for antagonizing 
barefooted customers is thereby 
turned into an occasion for goodwill 
and safety for all concerned. 


* * # 


Window Pull Power 

The pulling power of display win- 
dows coupled with newspaper . pub- 
licity was dramatically portrayed by 
E. F. Dreyfous of the Paris Company, 
Salt Lake City, Utah, recently. Lend- 
ing one of his display windows to the 
women’s clubs of the city for use as 
a war bond and stamp sales booth, 
Mr. Dreyfous saw $25,000 in pledges 
pour-into the booth during a 10-day 
period. 

Just goes to show that if you show 
the passerby something new, he'll stop 
and look; if it’s something he wants, 
he'll ‘stop and buy. 


* * #* 


New Rubbers for Old 


Moving rubbers and galoshes in 
the dry season is a difficult task, to 
say the least, but the staff of the 
Campus Boot Shop, Salt Lake City, 
Utah, did all right by themselves. 

Taking advantage of publicity con- 
cerning shortage of rubber and tying 
newspaper and radio advertising in 
with the Utah rubber salvage drive, 
the store offered 10 per cent discount 
on new rubber “footwear with the 
turn-in of used rubbers and galoshes. 

The used rubber footwear was 
then released to the salvage commit- 
tee—and several shelves in the store 
were released for new merchandise. 
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Responsibility 
of the 


Assistant Buyer 


AN ANALYSIS OF THE NUMEROUS DUTIES OF 
THAT INVALUABLE PERSON IN ANY DEPART- 
MENT—THE BUYER'S ASSISTANT—AS SEEN BY 


JOSEPH STETTEN, MAY CO., LOS ANGELES 


THE exact duties of an assistant buyer in a department 
store are many and varied. In order to clarify the posi- 
tion as it applies to my particular job, the following 
analysis was compiled: 


RELATION TO BUYER: 

The responsibility of the assistant is: 

To understudy the buyer so as to be in a position to 
substitute efficiently for him whenever necessary. To 
keep the buyer informed of everything which may affect 
the success of the department. 

To help plan the purchase of new merchandise. 


To inspect sample lines and assist in selection when- 
ever the buyer wishes it. : 

To keep informed of merchand.se in competing de- 
partments in other stores in the city by personal visits 
to those departments, by following up their window dis- 
plays and their advertisements and by having items of 
special interest shopped for the information of the 
buyer by the comparison department or salesp2ople in 
the department. 

To study department plans, six-months plans, buying 
plans, stock plans, markdowns, their causes, resources, 
etc. To maintain close contact with customers so as to 
be able to keep the buyer informed of all complaints 
and wanted merchandise that is not in stock. Also to 
report the best selling styles, colors and materials. 


To keep informed as to the efficiency of the depart- 
ment personnel; this is accomplished through direct 
contact and co-operation with the training department 
and employment department and from close observa- 
tion on the floor. 
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JOSEPH STETTEN 


Assistant Manager, Women's Shoes 
The May Company, Los Angeles, Calif. 


RELATION TO STOCK: 


The responsibility of the assistant is: 

To study and check the stock so as to be able to in- 
form the buyer at all times when the stock is heavier 
thzn it should be, or when reorders are needed. 

To delegate definite stock responsibility to each sales- 
person. 

To have all soiled or damaged merchandise taken out 
of stock, to have it cleaned, repaired or recommend that 
it be marked down at a price at which it will sell. 

To sze that stock is kept complete in price lines, styles, 
sizes, colors and mater.als, in those lines which have 
been established as running numbers in the department. 
This is accomplished through the stock control system, 
stock lists, piece card records, etc., as determined by the 
buyer. 

To see that the stock is well kept, have clean, legible 
tickets, uniform in attachment, and that the merchandise 
is so arranged as to be most accessible for selling. 

To see that all necessary pressure, not necessarily a 
markdown, is brought to bear on slow-moving merchan- 
dise, working with the head of stock on this. 

To see that all forms for goods out-of-department on 
display, whether for window artist, advertising com- 
parison or interior display, are properly made out be- 
fore merchandise is released. 


RELATION TO THE SALESFORCE: 


The responsibility of the assistant is: 
To give the salespeople all possible information about 
market conditions, styles, colors, materials and season’s 
[TURN TO PAGE 29, PLEASE] 
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Rubber Companies Set 
New Standard Styles 


[CONTINUED FROM PAGE 17] 


These rules are part of their new 
campaign to educate, not only the re- 
tailer, but the consumer in rubber 
conservation. We should like to repeat 
some of them here. 

The Hood Rubber Co., in a series of 
clever cartoons running in consumer 
advertising, offers suggestions on “How 
to make your rubber footwear last 
longer”: 1. Put on and take off care- 
fully. 2. Wash outer surfaces after 
use. Oils, greases, acids, milk, animal 
fats are injurious to rubber. 3. Dry 
out linings in room temperature. Do 
not place near direct heat. When not 
in use do not permit rubber footwear 
to freeze. 4. Store in cool, dry, dark 
places . . . free from folds and wrin- 
kles.” 

The U. S. Rubber Co. has developed 
a series of photographs showing the 
wrong and right ways of treating rub- 
ber garments. A raincoat thrown over 
a radiator and a pair of rubber boots 
leaning against it is a graphic way of 
saying, “Don’t place rubber articles 
near heat.” Other “Don’ts” listed by 
this company are: Don’t allow rubber 
articles to get near oil, grease or gaso- 
line. Don’t let them stand in sunlight. 
Don’t hang them over sharp objects 
or in any manner that will cause per- 
manent strain. Don’t store carelessly 
in a wrinkled or creased condition. 

From Mishawaka Rubber and Woolen 
Manufacturing Co. we received the 
following instructions for merchants 
in the care of their rubber footwear 
during the Summer: 1. Leave rubber 
footwear already packed in cartons in 
those cartons. 2. Store the cartons in 
a cool, dark, dry place, free from cir- 
culating air. 3. Place bulk packed goods 
in boxes, being careful not to fold or 
crush them. 4. Seal boxes. 5. Store 
boxes in a cool, dark, dry place, free 
from circulating air. General remarks: 
Light, heat and circulating air all have 
an oxidizing effect on rubber footwear, 
causing it to deteriorate. 


Responsibility of the 
Assistant Buyer 


[CONTINUED FROM PAGE 28] 


trends, etc., that wiil help them in their 
sales. 

To show newly arrived merchandise 
properly to every salesperson and give 
them the selling points. 

To give salespeople every possible 
assistance in completing their sales. 

To keep salespeople informed as to 
what merchandise is on order. 

To teach care and location of stock; 
use of want slips; familiarize sales- 
people with advertised and displayed 
merchandise. 
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Your Copy is Ready 








Successful war-time retailing 
of shoes depends on three 
essentials: 

1. Quality of workmanship and 
materials. 

2. Desirable, timely styling 
dependable factory in-stock 
service. 

Curtis’ new catalog illustrates 
the wide range of patterns for 
fall and winter, with styling that 
speaks eloquently of Curtis’ 
foresight, plus in-built quality 

on r generations of 


based 
Curtis skilled craftsmanship. .. 








No. 898 
Brown Domoc 
Military Tie 





RELATION TO RECEIVING AND 
MARKING ROOM: 

The responsibility of the assistant 
is: 

To be sure the merchandise is .the 
same quality as bought; in case of lack 
of knowledge as to what was bought, 
the merchandise must be called to the 
attention of buyer. 

To inspect merchandise received for 
size, material, workmanship, color, etc. 

To see that merchandise gets into 
stock quickly and that invoices are 
checked and cleared promptly. 

To keep the Receiving and Marking 
Room informed as to the expected ar- 


rival of quantities of merchandise. due 
to special sale events, etc. 

To keep the Receiving and Marking 
Room informed as to the order in which 
merchandise is wanted in the depart- 
ment, visit every morning. See that 
received merchandise is covered by 
orders, scrutinize shipments. Inspect 
as to sizes, colors and materials, etc. 


RELATION TO OFFICE: 
The responsibility of the assistant is: 
To see that the clerical work of the 
department is done accurately and on. 
time. This refers to the clerical rou- 
tine dealing with: manufacturers’ or- 
ders, special orders, cancellations, con- 
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signments, returns, correspondence, 
etc. Department transfers, markdowns, 
markups, resource, files and the re- 
quired daily, weekly and monthly re- 
ports. Correct marking of department 
numbers or letters on bills, correct 
terms and correct prices on invoices. 

To check at regular intervals the 
figures in the stock records department 
to see that they tally with the depart- 
ment figures, so that at stock-taking 
time, there will be as little possibility 
of a stock difference. 


RELATION TO DEPARTMENT 
DISPLAYS: 


The responsibility of the assistant is: 


To see that all signs in the depart- 
ment are correct in every detail. 

To- see that department display 
changes are made as needed. 

To have an orderly arrangement of 
chairs, fitting stools and tables. 


RELATION TO DISPLAY 
DEPARTMENT: 


The responsibility of the assistant is: 

To see that harmonious merchandise 
is selected for window display. 

To see that the department has on 
display merchandise that is. new, that 
is advertised and that is specially 
priced, and that displays do not stay in 
the window too long. 








To follow up the department’s win- 
dow display to see that every detail is 
correct. 

To suggest display ideas to the dis- 
play manager and select suitable mer- 
chandise for that purpose. Be first to 
show new merchandise. 

To help buyer plan attractive and 
unusual window displays. Be first to 
show new merchandise. 


RELATION TO ADVERTISING 
DEPARTMENT: 

The responsibility of the assistant is: 

To assist the buyer in supplying the 
right merchandise for advertising and 
be first to advertise new merchandise. 

To correct advertising proofs to see 
that they are accurate and satisfac- 
tory and that the merchandise adver- 
tised is not misrepresented. 

To see that there is adequate stock 
in the department to supply any rea- 
sonable demand that the advertise- 
ment might cause. 

To be able to give selling points of 
merchandise advertised. 

To assist the buyer in planning ad- 
vertising sufficiently in advance so as 
to be the first to advertise new mer- 
chandise. 


RELATION TO THE 


| PROTECTION DEPARTMENT: 


To cooperate at all times with the 
Store Protection Department in stock 
protection and theft protection plans 
and policies. 

To assure departmental responsibility 
for proper protection of merchandise. 

To report immediately any suspi- 
cious actions on the part of customers 
and employees. : 

To investigate possible causes of 
monthly or periodical stock shortages. 

To investigate methods used in all 
actual departmental thefts so as to 
take every possible future precaution 
against recurrence. 

To become thoroughly conversant 
with the store and department systems 
and to suggest points at which changes 
may be made which will minimize the 
chances of dishonesty on the part of 
customers and employees. 


| Retailers Form Organization 


FREEPORT, ILL.—Shoe retailers here, 
met recently and formed an organiza- 
tion which will meet monthly to discuss 
the increasing business problems and 
ways and means of providing better 
service to the community. 

Walter J. Kerr- was named president 
of the group and George Chambers, 
secretary-treasurer. John A. Rensch 
and W. E. Zimmerman, because of 
their long association with the retail 
shoe business in Freeport, were named 
honorary past presidents. 

A resolution was adopted asking the 
public for sanitary reasons to wear 
some kind of foot protection when try- 
ing on shoes or footwear of any kind. 

All of the city’s shoe retailers and a 
majority of the department and variety 
stores handling shoes were represented 
at the meeting. 
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THIS WEEK IN TI 


*NATIONAL NEWS® 


Government Men to Speak at Conference 





Wili Discuss Mutual Problems of Industry with Tanners and 
Shoe Men at Leather Show, September 16-17—Attendance 
at Discussions and Style Meetings Open to All 


New York—The Shoe Style Confer- 
ence, and the showing of selections of 
American Leathers by the Tanners 
Council of America, will be held at 
the Waldorf-Astoria Hotel, New York 
City, on Wednesday and Thursday, 
September 16 and 17. 

Arrangements are being made to de- 
vote a good part of the program of the 
two-day Conference to discussions with 
government representatives of some of 
the principal problems with which the 
shoe industry and government are con- 
fronted at_this time, such as the im- 
portance of price control, conservation, 
inventory status, and all questions of 
mutual concern to the government. and 
the shoe industry. z 

Discussions of fashion trends under 
present limitations will be especially 
important, and arrangements have been 
completed for a presentation of the 
general fashion picture that will meet 
with government regulations, as they 
apply to all the apparel lines. 

The Shoe Style Conferences, under 
the direction of the National Shoe Re- 
tailers’ Association, being the first of 


the apparel industries each season to _ 


discuss fashions for the season. ahead, 
attract authorities from every field of 
fashion. . These semi-annual conferences 
have therefore become highly important 
to all the apparel lines, and since de- 
signers, manufacturers, and retailers of 
fashion merchandise are now confront- 
ed with various restrictions, it is be- 
lieved the-September conference will 
have even greater significance. 
Attendance will not be limited. The 
N.S.R.A. has announced that’ members 
of all branches of the shoe industry 
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Shoe Fair Headquarters 
At Hotel Morrison 


o.—Headquarters for the No- 
Fair, to be held in Chicago 
on November 2, 3, 4, and 5, 1942, have 


Chic 


two exhibiting 


For the convenience of buyers, « com- 
prehensive directory is being planned, 
listing all exhibitors alphabeticea 
with en additional floor-by-floor | 


ing 
ofels. 


Identical information 
will be shown in the floor-by-floor direc- 


tories of the Morrison Hotel and Palmer _ 





who are interested in the discussions 
of industry problems are most cordially 
invited to attend these discussions; and 
likewise all who are interested in the 
various fields of fashion are welcome to 
attend the meetings of the Men’s, Wo- 
men’s and Children’s Shoe Style Com- 
mittees. 


SATURDAY® 
AUGUST 8, 1942 « 


Heavy Advance Bookings 
For New Yorker Show 


New York—Before any official an- 
nouncement had been made, the Shoe 
Manufacturers Spring Opening at the 
Hotel New Yorker, October 18, 19, 20 
and 21, had nearly a capacity booking, 
according to Eugene A. Richardson, 
who conducts this exhibition. The 
Hotel New Yorker has now consented 
to release four more solid floors to ac- 
commodate those who have in the past 
exhibited at the show. 

The. Shoe Manufacturers Spring 
Opening will afford an opportunity for 
an-eastern showing of manufacturers’ 
lines for Spring and many large 
yolume -buyers are planning to hold 
their buying conventions at this time. 

With rubber and gas rationing af- 
fecting the salesmen, many manufac- 
turers are having their salesmen from 


. every territory at this show, to enable 


them during four er. five days to see 
the buyers. who-will be present and sell 
them their shoes for Spring. 

It- has been voted to make this a 
strictly busifiess show, a meeting of the 
buyers and sellers conducted in. the 
most economical manner. 2 

Train as well as room reservations 
should be made-at least four weeks in 
advance, as New York city hotels will 
be crowded at this time of year says 
Mr. Richardson. 


Honored for War Bond Ads 


Detroit, Micu.—R. H. Fyfe and 
Company received honorable mention 
for its. special advertising on War 
Bond sales by. a committee of Detroit 
advertising men. Local newspapers 
accepted only War Bond ads for an. en- 
tire issue of each paper, and the copy 
used by leading merchantS was care- 
fully studied by the committee of ex- 
perts. 
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N.S.T.A. Moves to Chicago 


CHIcaGo, ILL.—With the resignation 
of Thomas E. Delaney, veteran secre- 
tary-treasurer of the National Shoe 
Travelers’ Association, the headquarters 
of that organization have been moved 
to Chicago. 

Announcement of Mr. Delaney’s re- 
signation was made by Jack Clark, 
president of the association, when it 
became effective on August 1. Mr. 
Clark has also announced the appoint- 
ment of Norman E. Souther to fill the 
vacancy. Mr. Souther is a past presi- 
dent of the national association, is 
past president of the Shoe Travelers’ 
Association of Chicago, and has been 
active in shoe travelers work for many 
years. 

Agitation for moving the association 
to a Middle West location was started 
with a motion at the annual meeting 
in Chicago last January. The move 
received considerable support at that 
time due to the contention that the or- 
ganization could be of more use to 
members if located in a central location 
and in an area where the largest mem- 
bership was represented. 

The new. headquarters are in Room 
412 in the Morrison Hotel, Chicago. 


Travelers’ Outing August 22 


Cuicaco, ILL.— The annual outing 
and picnic of the Shoe Travelers’ Asso- 


ciation will be held August 22. The 
event, which is sponsored by George 
M. Groves of Groves Shoe Company 
will take place on his farm near Ben- 
senville, Ill. Feature of the event is 
the open air roasting of sweet corn. 
A picnic supper will also be served. 
There will be a ball game, horse shoes, 
and other sports. 


U. S. Rubber Statement Issued 


New York—Shipments of war prod- 
ucts by United States Rubber Company 
during the first six months of 1942 
were more than three times as large as 
those for the corresponding period of 
1941, F. B. Davis, Jr., chairman and 
president, announced in the company’s 
semi-annual report. During the period, 
Mr. Davis said, the company was 
awarded government contracts to oper- 
ate seven additional war plants, bring- 
ing to nine the number of war factories 
now under United States Rubber Com- 
pany management. Included in the new 
assignments were plants for the manu- 
facture of synthetic rubber, ammuni- 
tion, explosives, and the loading of 
shells and fuses. 

Consolidated net income before war 
loss provisions was $4,296,490, and 
after war loss provisions of $2,741,649, 
there was carried to earned surplus 
$1,554,841. This compares with $6,203,- 
314 carried to surplus for the same 
period last year. Consolidated net sales 


were $130,814,895, a decrease of $19,- 
862,844, or 13 per cent compared with 
the 1941 period. Current assets, in- 
cluding cash of $34,472,623, totaled 
$157,263,091 and current liabilities, in- 
cluding provisions for accrued taxes, 
were $71,457,051. Before deduction of 
taxes and reserves for tax contingencies, 
and plantation losses, net income this 
year was $17,500,589, as against $14,- 
651,311 in the same period last year. 


Honolulu Firm Buys Store 
For Third Outlet 


HONOLULU, HAwAatl—The Manufac- 
turer’s Shoe Co., one of the largest shoe 
stores in Honoluiu’s main business sec- 
tions, has been purchased by Persan’s 
Shoe store, located in the same district. 

Lawrence Santos, president and 
manager of Persan’s, Ltd., has an- 
nounced that the staff at Manufac- 
turer’s will be unchanged, with James 
Campbell remaining as manager and 
buyer. 

Purchase of the Manufacturer’s 
store gives Persan’s three important 
outlets in the downtown business sec- 
tion, the third being the shoe depart- 
ment of Andrade & Co., Ltd., men’s 
clothing store. Persan’s and Manu- 
facturer’s stock both men’s and women’s 
footwear. 

I. C. Watson, former owner of 
Manufacturer’s Shoe Co. has gone to 
the mainland. 





Col. Byron Given Farewell Dinner by Shoe and Leather Staff 


Washington, D. C. — A farewell dinner was given re- 
ceatly to Colonel J. W. Byron by the staff of the Shoe and 
Leather Section of the War Production Board, of which he 
wes formerly head, at the Mayflower Hotel, here. Col. 
Byron is now on the staff of General Brehon H. Somervell, 
in charge of Army Post Exchanges. 

About fifty guests were present, including General Som- 
ervell, Colonel and Mrs. Byron, and Henry Rose, Chief of 
the Textile, Clothing and Leather branch of the WPB. The 
chairman was E. L. Drew who appointed Harold Connett, 


new head of the Shoe and Leather Section, master of 
ceremonies for the occasion. Among the kers were 
General Somervell, Henry Rose, A. J. pH ang Lewis B. 
Jackson for the Consultants; Sidney Ferris, Sritish repre- 
sentative; Willard Helburn, Fairfax Leary, a Rose and 
A. W. Jones and Mildred Johnson for the a 

A handsome silver tray was presented to Colonel Byron 
by Mr. Drew for the staff as a token of affection and 
esteem. Colonel Byron responded with a song composed 
by him, accompanying himself on his famous accordian. 
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More Contracts for 
Army Shoes 

Boston, Mass.—In addition to awards 
of contracts to manufacture Type II 
service shoes for the Army which were 
announced in last week’s issue of Boor 
AND SHOE RECORDER, contracts to make 
another lot, 649,000 pairs, were made 
public on July 31 at the local Quarter- 
master Depot. This brings to a total 
of 2,500,000 pairs the July commitments 
of the Army. With the exception of 
48,000 pairs, these shoes are all to be 
made with wood-cored rubber heels and 
rubber composition taps on the soles. 
The 48,000 pairs will be made with solid 
rubber heels. Awards are: 

Endicott-Johnson Corporation, 280,- 
000 pairs. J. F. McElwain Co., 235,000, 
which total includes the 48,000 pairs 
with solid rubber heels. Cannon Shoe 
Co., 45,000; Mid-West Shoe Co., 28,000; 
Wall-Streeter Shoe Co., 18,000; Saco- 
Moc Shoe Corporation, 10,000; Red 
Wing Shoe Co., 7,500; J. Edwards & 
Co., 7,500; Chippewa Shoe Mfg. Co., 
Wis., 6,000; Curtis - Stephens - Embry 
Co., 6,000; A. S. Kreider Shoe Mfg. Co., 
6,000. 

A. R. Hyde & Sons Co. has been 
awarded a contract to make 4,430 pairs 
of Type I service shoes; and the Con- 
rad Shoe Co. will manufacture 288 
pairs of low quarter tan shoes. 


New Brown Shoe Catalogs 


St. Louis, Mo.—Brown Shoe Com- 
pany has recently issued the Fall and 
Winter editions of their catalogs, in- 
cluding Roblee, Buster Brown, Air 
Step and Naturalizer from Blue Rib- 
bon Shoemakers. 

The Roblee catalog is a very efficient 
and attractive job, printed in four 
colors. The theme is Roblee’s four 
color national advertising featuring the 
“American artists series,” with the 
cover simulating a wood-framed paint- 
ing of wild geese flying by Lynn Bogue 
Hunt. Inside, there is a double page 
devoted to each of the various shoe 
types in natural colors. 

The Buster Brown book uses a slate 
for its cover theme in red, yellow and 
black. On it, written as if with chalk, 
is “Buster Brown for Fall 1942.” 
Twenty-nine pages of shoes for boys 
and girls are attractively displayed. 

Brown and yellow is the color scheme 
for the Air Step catalog with 23 pages 
of shoe styles with, at the most, three 
shoes shown on a page. Spot drawifgs 
of fall leaves lend the correct atmos- 
phere. 

Naturalizer shoes are sectionalized 
under four promotional themes. The 
opening six pages are grouped under 
the heading “Naturalizer Marchers Re- 
port for Duty.” Next is “Black 
Suedes in the Soft Manner;” third, 
“Following the Sun Around,” and 
last, “Basic Types.” Each of the first 
three sections‘is headed with a lead 
page with a planned promotion shown, 
tying in with national advertising. 
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Travelers Protest 


Gas Rationing 


New York—The Boot and Shoe 

Travelers Association of New York 
have drafted a letter to be sent to Leon 
Henderson, protesting the rationing of 
gasoline for shoe travelers who must 
use their cars to carry on their busi- 
ness. 
“Shoe travelers in the East coast 
rationed area feel that they are being 
discriminated against,” said Charles 
Havranck, secretary of the association, 
“when those in the non-rationed areas 
can use as much gas as they need to 
cover their territories.” 

The letter stated that many of the 
shoe travelers cover the smaller towns 
which do not lie on railroad lines and 
will be unable to cover these customers 
except by automobile. Each man must 
carry several bags of samples and as 
bus lines prohibit excessive luggage, 
even this means of travel is not pos- 
sible for the shoe salesman. Many of 
these men will be hard hit as far as 
carrying on their means of living is con- 
cerned unless some special dispensation 
can be made in their case. 


Buffalo Retailers’ Outing 


August 19 


BuFFALO, N. Y.—The 33rd Annual 
Stag Outing of the Greater Buffalo 
Shoe Retailers’ Association and Affili- 
ated Shoe Trades will be held Wednes- 
day, August 19th, at the George F. 
Lamm American Legion Post Home in 
Wherle Drive, Williamsville. 
fair will get under way at noon and 
last to midnight. Starting at 1 o’clock, 
moving pictures will be taken of the 
activities. A buffet lunch will be served 
all afternoon and at 6.30 P. M. a 
chicken dinner will be served. 

This year all profit made and money 
raised will go to the Buffalo Evening 
News Smokes Fund for the Boys in the 
Service. Defense stamps and bonds will 
be given to all the winners in the vari- 
ous events. The feature event of the 
euting will be the annual baseball 
game between William (Bill) Adler’s 
Shoe Travelers and Olie LaReau’s Re- 
tailers. The winning team will play 
George Kalb’s Booster Team from 
Rochester, N. Y. Quoits and a golf 
driving contest will round up the 
sports. 

Maj. Winston V. Morrow and his 
staff will be guests of the association. 
Harry J. Deters, well known Buffalo 
shoe man, has been named general 
chairman. He has appointed Fred 
Manning co-chairman. 


Takes Position 


As Shoe Manager 


SouTH ORANGE, N. J.—Mrs. Christina 
C. Mercer, for the past 18 years with 
the Herrin Supply Co., Herrin, Ill., was 
recently named manager of the Postur- 
bilder Shoe Co., of South Orange. 
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The answer is “yes” if 
your store or department 
is equipped for modern, 
scientific fitting service... 
and if you are telling the 
parents in your commu- 
nity about it. 

When you install an X-Ray 
Shoe Fitter you really have 
something exclusive to sell 
to parents of growing chil- 
dren — a fitting service 
which lets them see that 
their children’s shoes fit 
properly. It convinces them 
that you take a real interest 
in promoting and protect- 
ing the foot health of grow- 
ing children. Inci- 
dentally, it sells par- 
ents on the idea that 
you are equipped to 
promote their own 
physical fitness thru 
your superior shoe 
fitting service. 








Enroll Now for 
Fall Activity 


Order your X-Ray Shoe 
Fitter aoe and be pre- 
pared for an extra e 
of Back-To-School Busi- 
ness starting early in Sep- 
tember. No extra capital 
needed. Just buy out-of- 
inventory on convenient 
E-x-t-e-n-d-e-d terms. 


X-RAY) 
SHOE FITTER Jac. 


3533 NORTH PALMER STREET 


MILWAUKEE . WISCONSIN 
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Men's Shoes 
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BUY BONDS 
BOMB BUMS 


M. K. WEIL SHOE CO. 
\_ 1226 Weshlogton Ave.. $4. Louis, Me.» 
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Children's Shoes 


~~ ore © - 


The C. A. Haines 
Shoes jor Children 


IN STOCK 
te retail 








It’s ““Papa”’ Kadison Now 


CuHicaGo, ILt.—Sylvan Kadison, who 
represents the Crosby-Square Shoe Co. 
in the Chicago area; is passing out 
cigars. He became the proud father 
recently of a baby daughter, Sally Ann, 
born at. Michael Reese Hospital. Mr. 
Kadison. is a member of the National 
Shoe Travelers’ Association. - 
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Spring Shoe Colors 
Announced by T.C.C.A. . 


NEw YorK—Six repeated shades 
have been officially adopted for men’s 
shoes for the Spring 1943 season by 
the joint committee of tanners, shoe 
manufacturers and shoe retailers in 
collaboration with the Textile Color 
Card Association, it was made known 
this week by Margaret Hayden Rorke, 
managing director of the color organ- 
ization. 

The following four tones have been 
carried over from the 1942 Fall Card: 
Yankee Brown, National Brown, 
Charro Tan, and Army Russet, the lat- 
ter being the United States Army 
Standard. -Repeated from the 1942 
Spring season are American Tan and 
Adobe Tan. 

The above six colors will be shown 
in various types of leather in the 1943 
Spring Card for men’s shoes, to be is- 
sued lated. 

Eight colors for women’s shoes have 
been officially chosen for the 1943 
Spring season. Repeated from the 1942 
Fall Card are Town Brown, Golden 
Tobacco, which is the official shoe color 
for the Women’s Army Auxiliary 
Corps, and Turftan. Carried over from 
the 1942 Spring Card are the classic 
navy tone, Bluejacket, and the patriotic 
flag hue, Liberty Red. The three re- 
maining colors are Freedom Green, 
Cream. Blond and Golden Honey. 

The Women’s Shoe and Leather Card 
for Spring 1943, to be issued later, will 
portray each of the above colors in 
various types of leather. When a 
brighter blue than Bluejacket is re- 
quired, Airway Blue from the 1942 
Spring Card, is recommended, but this 
tone will not be shown in the new card. 


New Soles and Heels 


For Soldiers 


Camp Lge, Va.—The shoe shop here, 
one of the world’s largest, is soling sol- 
diers’ footwear with a new type of spe- 
cial composition sole. The new compo- 
sition was developed by quartermaster 
technicians several months ago. 

The sole is officially known as the 
black carbon rubber tap. It is a half 
sole, composed of black carbon, small 
amounts of reclaimed rubber and even 
a smaller content of crude rubber. 
First Lieutenant S. A. Bethune, shoe 
repair shop officer, announced that the 
new sole costs half as. much as the 
leather type and wears exceptionally 
weil. 

Beginning this month, the shop will 
also use a new composition in heels. 
The new hee! will contain no crude rub- 
ber and only a small amount of re- 
claimed rubber, but will have a wooden 
core, substitution for half the rubber 
used at present. The change will save 
the Army at least two million pounds 
of crude rubber, and perhaps twice as 
much in reclaimed rubber. 


Open Young Moderns 
Department 


SEATTLE, WaSH.—Frederick & Nel- 
son has developed a new shoe shop in 
a new location, known as the Young 
Moderns- Shoe Shop on the first floor. 
Styles representing “an entire new se- 
lection of light-hearted shoes for women 
with young ideas and young budgets” 
are carried. 





Those Travelers 


Will Get Around 


Before the war this idea might have been ridiculous but right now, what with the 


shortage of tires and gasoline rationing, any means of transportat 


ion is at a 


premium. Travel may never come fo this, but in any case, O. H. Kirkpatrick, repre- 
senting the Walker T. Dickerson Co. in the Southwest, is ready for anything. Just 
goes to show that those shoe travelers will cover their customers, come what may. 


hose horns, the next to the longest ever grown in 


Texas, according to Mr. 


Kirkpatrick, would be right handy for carrying several sample cases. Anyway, 
fellers, it's a “steer”. Have you anything better to offer? 
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Honored for Years of Service 


Wasuincten, D, C.—F. S. MacFar- 
line, manager of the Regal Shoe Com- 
pany store, was the recipient of a 
handsome wrist watch from his employ- 
ers in recognition of 25 years of faith- 
ful service with the Regal concern, 
recently. 

Mr. MacFarline has been in charge 
of the Washington store for the past 
twelve years. Previously he had been 
with Regal in -New York, Baltimore, 
and Philadelphia, and was district man- 
ager working out of the New York 
office for several years. 

Adventure has filled the life of this 
shoe man. When he reached his nine- 
teenth birthday in the town of Towan- 
da, Pa., he set out for the Yukon in 
the historic gold rush of the early part 
of the century. After trying his hand 
at gold mining, he opened a shoe store 
in Dawson City, Alaska, and prospered 
immediately. Soon he expanded into 
a part ownership of the Tanana Ware- 
house Company, famous in the Yukon 
territory for its warm-and cold stor- 
age facilities. 

Pidneering is part of his life. Mr. 
MacFarline was one of the pioneers 
in the establishing of silver fox farm- 
ing in this country. He gave that up 
in 1917 to become associated with the 
Regal Company. 


Horace D. Griswold 


PITTSFIELD, N. H.—Horace D. Gris- 
wold, 82, for many years foreman of 
the stitching room at the Adams Bros. 
Shoe Co. plant here, is dead after a 
few weeks’ illness. 

He was a native of Concord, Vt., and 
had resided in Pittsfield for 31 years. 

Burial was in Mt. Auburn Cemetery 
in. Auburn, Me. 


McElwain Employees 
To Have Vacation 


MANCHESTER, N. H.-— Workers in 
New Hampshire’s largest shoe industry 
will enjoy a vacation during the week 
of Aug. 10, when all factories of the 
J. F. McElwain Shoe Co. in Manchester 
and Nashua will be closed so that an 
estimated 4,200 employees may enjoy 
the period of rest. 

The plants usually close early in 
Juiy, but shoe production conditions 
caused postponement this year, aceord- 
ing to Maj. Robert C. Erb, general 
manager of the concern. 


Joyce Film Honored 


PASADENA, CALIF.—“California Junk- 
et,” a film recently produced by Joyce, 
Inc., manufacturers of play-shoes and 
slippers, has been selected as the best 
fashion film of the year by the National 
Bureau of Club Programs, an organiza- 
tion which distributes films to women’s 
clubs exclusively. The committee which 
selected this film ¢onsisted of prominent 
clubs and newspaper women. 
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U.S.M.C. Distributes Conserva- 


tion Posters to Manufacturers 


Loston, Mass.—Posters of value to 
shoe manufacturers because they fea- 
ture such subjects of current interest 
as the conservation of tools, machines 
and supplies through better care and 
lubrication have been made available 
to the shoe manufacturing industry by 
the United Shoe Mechinery Corpora- 
tion, Boston. 


THERE’S A RIGHT WAY 
TO DO EACH 


One of the four posters being dis- 
tributed to shoe manufacturers by 
the United Shoe Machinery Corpo- - 


There are four different designs. 
Two posters are on conservation and 
the correct use of all shoe factory tools 
and equipment, and two appeal to 
workers on the need for keeping ma- 
chines lubricated. 

All of the designs make use of the 
black and golden-yellow color scheme. 
Two of the posters are 17 x 24 inches 
and two are 12 x 17 inches. 

Representatives of the Corpora- 
tion’s branch offices are receiving re- 
quests for quantities of the posters, 
which are supplied without charge to 
all manufacturers desiring them. It is 
expected that many shoe factory heads 
will weleome the opportunity of avail- 
ing themselves of these colorful designs 
and give them prominent positions on 
their bulletin boards and about their 
factories. 


Instructed in Sales 
Presentation 


Los ANGELES, CALIF. -— Salesmen in 
the shoe department of The Broadway 
department store have been receiving 
a series of talks on present day shoe 
selling in relation to how best to present 
their goods to the trade. Assistant 
manager R. K. Smith has impressed on 
them the need of treating every custom- 
er with the greatest care; of being most 
exact in the fitting and selection prob- 
lems, and the absolute need of not using 
any “scare sales talks” of any nature, 
direct or implied. 
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SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 UNCOUN ST. 


PIGSKI 


INNERSOLES C UNTER vw 


se herr 


Carton Labels 


Over 40 years expe 
VELATY FELY APEUENCE 
Cuginating and Arwducing 


SHOE CARTON LABELS 
TOLMAN: DAVIDSON 


BROCKTON. MASS 








The reasoning behind all this is the 
conviction that both customers and 
shoes will be scarcer. Possible shoe ra- 
tioning, controlled inventories and re- 
stricted transportation facilities are all 
factors which tend to slow down pair- 
age. By using extra care in the treat- 
ment of the present trade, Mr. Smith 
feels a greater percentage than or- 
dinary will continue to trade with The 
Broadway. 


Manages New Baker Store 


OGpEN, UTAH — Ralph D. Rodgers, 
formerly of Salt Lake City, is manager 
of the new Baker’s Shoe Store recently 
opened here at 2415 Washington Boule- 
vard. Featuring eye-catching displays 
of shoes and correlated items, the new 
stor’s formal opening was a great suc- 
cess. 





Workshoes 





MEN'S & BOYS’ WORK SHOES 





ROBERTS-HART, INC. 
KEENE, N. ft. 
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Women's Shoes 
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QUALITY 
WOMEN’S SHOE JOBS 


: FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York ity 
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Riding Boots 











Charles W. Martin 


BUFFALO, N..Y.—Charles W. Martin, 
of 2724 Main Street, well known Buf- 
falo shoe retailer, passed away recently 
in the Millard Fillmore Hospital, here. 

Identified with the shoe trade most 
of his life, Mr. Martin had conducted 
the shoe department of the G. E. More 
Company, 11 West Eagle Street, for 
the past seven years. He previously 
had operated stores on Main Street. 
For many years he traveled New York 
State for the Weéyenberg Shoe Co. and 
also carried the Enna Jettick line. 

He was a member of the Greater 
Buffalo Shoe Retailers Association, and 
a past vice-president of the Buffalo 
Shoe Travelers. He’ was 67 years of 
age and is survived by his wife, a son 
and four sisters. 
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Children’s Shoe Buyer 
Now Army Officer 


New YorkK—Max Lerner, formerly 
assistant buyer of children’s shoes at 
Gimbel Bros., New York, under Miss E. 
Spivack, is now a first lieutenant in 
the army stationed in Australia. 


LIEUT. MAX LERNER 


Lieut. Lerner writes that he has 
missed a complete summer in going to 
Australia as their seasons are the re- 
verse of ours. He’d also like to hear 
from his friends in the shoe trade as a 
“line from home is always welcome.” 
His address is Lieut. Max Lerner, 
0299539, 5th Station Hospital, A.P.O. 
926, c/o Postmaster, San Francisco, 
Calif. 


Joins Ed Beam, Inc. 


WASHINGTON, D. C.—Val Richter, 
for 18 years with the Hahn shoe or- 
ganization of Washington, D. C., has 
become associated with the firm of Ed 
Beam, Inc., 1311 F St., N.W., as assis- 
tant manager, it is announced. Mr. 
Richter started his shoe career over 40 
years ago, with Frederick Loeser & 
Company, Brooklyn, N. Y. From here 
he found his way South and eventually 
to the District of Columbia where he 
has been selling shoes for the past 28 
years. 


Feature Shoes for Walking 


Miami, FLta—Richards has been 
doing some timely and clever advertis- 
ing “For TIRE-LESS days” suggest- 
ing proper shoes for “you who seek to 
conserve your feet as well as your 
tires.” The shoes featured combine 
comfort and styling, in the most pop- 
ular color combinations of the season. 


Higher Price Sales Offset 
Fewer Customers 


St. Louis, Mo.—-Although a definite 
shortage of men customers is beginning 
to develop in the huge men’s shoe de- 
partments ef Famous Barr Company, 
St. Louis, the general willingness of 
the public to buy higher priced shoes 
has more than offset it, according to 
W. B. Jackson, men’s shoe buyer. 

“We looked for a large falling off 
with most of customers in the draft 
or work-shoe classification,” Mr. Jack- 
son said, “but the drop in buying 
hasn’t been as large as expected. We 
see plenty of new faces, indicating that 
new defense worker families are be- 
coming our customers, and larger num- 
bers of older men. What lack of cus- 
tomers there is, is well compensated 
for by the fatt that most customers 
are buying better priced shoes without 
our having to suggest it. Men who 
wore $5 shoes in the past now want 
$10 and $12 pairs, particularly in view 
of more walking ahead of them, and 
defense workers, of course, have much 
more money to spend for good {oot- 
wear. We have many multiple-pair 
sales where the customer bought only 
one pair before.” 

Famous Barr is devoting a larger 
amount of its shoe department space 
to showing all price lines, so that de- 
fense workers who haven’t much time 
to buy can quickly find what they want. 
Salespeople are also being augmented 
to handle rush crowds on Saturday 
afternoon. 


Stores Hold “Victory Days” 


SAN FRANCISCO, CALIF.—All retail 
stores in this city devoted July 30 and 
81 to observance of “Victory Days,” 
sponsored by the Chamber of Com- 
merce and Retail Merchants Associa- 
tion. During these two days every pur- 
chaser of a Victory bond or stamp was 
permitted to sign a letter addressed to 
President Roosevelt reading: “If we 
cannot fight at the front we can cer- 
tainly buy stamps and bonds to the 
limit.” Thousands ef signatures were 
secured on the letters on display at 
each store and a large volume of sales 
of bonds and stamps resulted. A 13- 
ton Army tank moved from store to 
store to aid the drive. 


To Manage Career Shop 


PrrTsBuRGH, Pa.—C. E. Schauer, shoe 
buyer for Boggs & Buhl, announced 
that Miss Francis Zilliox is manager 
of their new Career Shop located on the 
first floor. 

This shop which was opened to the 
public recently, handles popular priced 
shoes and accessories such as gloves, 
hosiery and ready-to-wear. The object 
in having this Career Shop is to aid 
working girls and women to shop 
quickly, thus saving valuable time. By 
having an assortment of their wearing 
apparel in one shop, the customers can 
easily match shoes, gloves, and dress. 
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SKI BOOTS ~~ SKATE OUTFITS 


In Stock — Immediate Delivery 
Complete Line Ski Boots and Ice Skate Outfits 


e@ ANTICIPATE SHORTAGE THIS FALL 
eBUY NOW FOR ALL SIZES 


eo 
Send for Catalog — ASCO ATHLETIC FOOTWEAR 


THE ARNOFF SHOE CO., [OI DUANE ST.., 


@ OFFERED SUBJECT TO PRIOR SALE 


MEN'S, LADIES’ 
BOYS’, CHILD'S 
30 Styles in Stock 





| Is the Shoe Business Overcrowded? 


[CONTINUED FROM PAGE 19] 


a parental viewpoint. So there is evi- 
dent little of the traditional shoe store 
atmosphere in this unique store. 

Cool, comfortable chairs well suited 
to the Southern climate, air condition- 
ing, pleasing harmony of color, almost 
complete absence of visible. stock— 
these are a few of the distinctive fea- 
tures of this shop. 

Mrs. Muriel Calnon, a Houston resi- 
dent for 15 years with a broad local 
acquaintance, was chosen to be in ac- 
tive charge of the store and has been 
responsible for some of its most inter- 
esting innovations. 

For example, note in the accompany- 
ing illustration, the high bench at the 
back of the room for fitting first-step 
shoes. The salesperson stands while 
serving these little customers. Most 
active stock is carried on shelving irh- 
mediately below the seat so that it is 
not necessary to move from in front 
of the child until fitting has been com- 
pleted. 

The response of the public in Hous- 
ton was so immediate and so gratifying 
that a second store has already been 
established in a downtown location at 
219 East William Street, Wichita, 
Kansas, under the direction of Mrs. 
Susan M. Gordon, long a resident, ac- 
tive in business circles of that city. 

Stocks are sized up frequently, as 
one basic principle of these stores is 
that no child must be misfitted. In fact, 
a customer would be asked to wait or 
the sale lost, if necessary, rather than 
compromise on fit. 


Complete records are kept of each 


fitting and customers are frequently 
contacted by mail or phone to insure 
a continuing and complete service. 

A careful study of the market sup- 
ported by interviews with mothers and 
backed by personal shopping experi- 
ence resulted in the decision that the 
greatest opportunity appeared in offer- 
ing quality footwear. It was deter- 
mined that most mothers were willing 
to pay a fair price to get the best pos- 
sible shoes for their children if they 
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were given a reason for doing so. 

So, just as there is no compromise 
in fitting, neither is there any com- 
promise on quality. These stores fea- 
ture only one line of top grade shoes, 
identified by a manufacturer’s brand 
with a broad reputation for high qual- 
ity and correct design. Salespeople 
have been made thoroughly familiar 
with all exclusive details of design and 
construction in order to present them 
properly to the customers and to ap- 
ply the shoes in such a way as to in- 
sure the greatest possible benefit to 
the child. 





Technical Aide to the NDRC 


Stanley P. Lovell, recently named Tech- 
nical Aide to the National Defense Re- 
search Committee and appointed, aiso, 
to oct as liaison officer between the 
NDRC and the Office of the Quarter- 
master General of the U. S. Army. Mr. 
Lovell formerly was vice-president of 
the Beckwith Mfg. Co., Dover, N. H., and 
president of the Arden-Rayshine Co., 
Watertown, Mass. 


Experience, so far, has proved the 
soundness of this plan, for price resis- 
tance has not entered into their cus- 
tomer relationships because the mer- 
chandise is right and the service is 
accurate and thorough. 


Shoe Stores Lead the Way 


MANCHESTER, N. H.—Shoe stores led 
all other business establishments in 
Manchester in complying with general 
maximum price regulations, it has been 
announced at the OPA state division 
office in Concord. Survey officials re- 
ported that 11 out of 19 stores visited 
were found to be complying adequately, 
four were complying partially, and 
only four were not complying. 

In a general summary of the three- 
day survey it was said that approxi- 
mately 46 per cent of all Manchester 
retailers visited had not been comply- 
ing with the regulations. 


To Cover Michigan Territory 


Detroit, MicH.—Sam _ Rosenthal, 
who has been traveling in the Michi- 
gan shoe territory for about twenty 
years, has taken over representation 
here for the Rogers Brothers Shoe 
Company of Boston. He succeeds Max 
Meisner, who is leaving Rogers after 
fifteen years, to go into the real estate 
and building business for himself. 

Mr. Rosenthal was for the past sev- 
eral years with Ettman-Mitchell, Inc., 
and will maintain his same office in 
the Empire Building. 


Robert J. Matchett 


SANTA MONICA, CALIF.—Robert J. 
Matchett, 55, proprietor of the Matchett 
Brownbilt Shoe Store died July 28 in a 


‘Los Angeles hospital four days after a 


major operation from which he failed 
to rally. He was connected with this 
store in a managerial position since it 
was first opened 15 years ago. 

Surviving him is his wife, Lillian J. 
Matchett, and a son, Bruce. Born in 
Owen Sound, Canada, Mr. Matchett 
had resided in this country for 19 
years. He was a member of the Santa 
Monica Chamber of Commerce and of 
the local Methodist church. 
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SALESMEN WANTED 


WANT TO LEASE 


WANTED TO PURCHASE 





EXPERIENCED SHOE SALESMEN to rep- 

resent a manufacturer of Boys’, Misses’, 
Growing Girls’ Welts and McKays to retail from 
$2.50 to $4.00. All styles carried in stock. 
Territoties open: Texas, , Tennessee, 
and Kentucky, Virginia and West Virginia, 


ANTED TO LEASE space for Complete 

Juvenile Shoe Department in High Grads: 
Department Store on West Coast or Middle 
West. Will consider store 100% street loca- 
tion. - Exclusive shoes. Address #600, care 
Boot & Shee Recorder; 100 East 42nd Street, 
New York, N. Y. 


OING SHOE BUSINESS WANTED: 

Write full details; cash transaction if rea- 
sonable; eventual partnership. considered. Ad. 
dress #601, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


Illinois, Minnesota, Wisconsin, Georgia. Only 
experienced men wanted. Straight commission. 
Address #598, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








WEBUY 
Entire or Surplus Wholesale and Retail 
Stecks. Also Branded. Shoes such as 
Walk-Over, Fiorshehm, Euna-Jettick, Vital- 
Arch Preserver, Queen 


SIDE Li —E . S. tetson, = 
NE WANTED HOTEL ATLANTIC olen eae Smee 


WELL ESTABLISHED SALESMAN cover- A convenient downtown hotel with ade St. Cor. Cl 
ing 


“ - - 88 Reade St., Cor. Church 
East Coast territory selling Ladies’ Play- x 
4 - reasonable rates from $2.25: up. Phese Barclay 7-1607 — How Weak City 
CLARK NEAR JACKSON 


CHICAGO 


HOTELS 

















shoes to retail up to $6.95 is interested in better 
grade non-conflicting Line. Address #602, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N.Y. 





SELL YOUR SURPLUS STOCKS 


te 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duene Street, New York 
Phone: WOrth 2-5377 and 5378 and 5378 




















POSITION WANTED 


SHOE BUYER AND DEPARTMENT MAN- 
AGER wishes to make change; young, ener- 
getic, best references; more than ten years in 
popular price and better shoes; “‘non-draft” ; will 
2 anywhere with good. o ization. Address 
599, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 








IN ST. LOUIS 


COMPLETELY AIR-CONDITIONED + RATES FROM $3.25 





SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS. Pres. 
BARIS SHOE CO., INC. 
79-31 Reade St.. New York 
Unusual references on request 














S HOE SALESMAN, INSTRUCTOR, MER- 

CHANDISER, 30 years’ experience, whole- 
sale and retail; aggressive; salary $3,000. Ad- 
dress #603, care Boot & Shoe Recorder, 1627 
Locust Street, St. Louis, Mo. 


Stagger Store Hours 

SEATTLE, WasH.—Radical change in 
store hours urider-the leadership of C. 
F. Klopfenstein, head of the retail 
group of the Seattle Chamber of Com- 
merce, has become effective with shoe 
stores and others staggering their This is a good time to dispose of them. 











CASH 


For Entire Stocks or Surplus Merchandise 


LINE WANTED 


W OMEN’S Dress or Play and Casual Line 
for Pacific Coast; large volume; better 

steres only, to retail $5.95 to $10.75. 

#595, care Boot & Shoe Recorder, 100 East 

42nd Street, New York, N. Y. 





hours to meet the crisis in the trans- 
portation bottleneck and allow for the 
easier flow of workers to their shifts 
in war industries. Mondays stores will 
remain open from 11:45 A.M. until 9 
P.M.; Tuesdays, Wednesdays, Thurs- 
days and Fridays from 9:30 A.M. to 
4:15 P.M., and Saturdays from 9:30 
A.M. to 6. By this shift many -thou- 
sands of employees and four or five 
times as many shoppers will be moved 

; from the peak transit hours-to allow 
tia) W. Mr SHAVER’ Bos Gos" ummtaa™ | buses and-motor-coaches to-be used by 
Ky. the war workers. 


We can use any quantity and pay the highest 
prices. 


CAMITTA SHOE COMPANY 
120 N. Fourth &t., Philadelphia, Pa. 
Phone Lombard 








BUYERS OF 


MANUFACTURERS—RETAILERS 
‘TOCKS 





FOR SALE 


For SALE: 500 pairs Brown and White 
Spectator Pumps, natimally advertised brands, 








BARS CEASAR 
19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1068 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25.. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. . 
s@ Advertisements for this page must be In eur New York Office on Friday of the week preceding publication 
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Chain Store Efficiency 
records wt made available 
to independent retailers in the 

Recorder’s Stock Record System 

Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 

















HANDY PRICE STICKERS for 


100 to a perforated sheet; width 
to fit your typewriter 


Book of 1452 
markers will 
mark 726 pairs. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 5S. State St., Chicago, Ill. 


SHOES and CARTONS 





STOCK NO. 
300 
“CEILING PRICE | 
$4.50 
OUR PRICE 
$4.50 


Actual size 


12 sheets 
gummed and per - 
forated to a book. 

1452 
Price Markers 
$2.00 


Check, M.O., or C.0.D. 




















Men’s Shoe Sales Good 


Kansas Crry, Mo.—Even though a 
large number of men from the area 
have gone into the service, volume of 
sales of men’s shoes in the area have 
not suffered compared with preceeding 
years according to V. H. “Vic” White, 
manager of the men’s shoe department, 
Rothschild’s. 

In giving his store’s experience on 
the present Summer season, he said: 
“The Summer season was late in get- 
ting started because of cold and damp 
weather. In many ways the season is 
in reverse, since ventilated types which 
usually don’t get a good volume until 
late in the Summer, started off with a 
bang and have continued heavy. 

“We have also been very successful 
with our special appeal to the service 
trade of whites. Our prices are up 
about 10 per cent over last year but 
we are meeting no price resistance. 

“However, our biggest gains this 
year are coming in our special ‘Cream 
and Coffee’ combinations. For some 
time we have been building up our trade 
on this specialty and it has established 
us as local headquarters for this type 
of shoe. This year we bought as many 
styles in it as in the brown and whites 
and we’re running about 50-50 on them. 
We are now showing a minimum of 15 
styles in the cream and coffee, while 
most stores in the area are still stick- 
ing to 2 or 3 styles in this combination. 

“Other important factors which we 
have found in this year’s market are: 
the highest priced shoes are moving 
first, men’s buckle shoes in all price 
ranges are developing a great popu- 
larity, and all service types are getting 
a good gain.” 


Opens Family Shoe Store 


JoHNSON CrTy, N. Y.—Northrup’s 
Shoe Store has been opened at 237 
Main St., with Joseph C. Reiff as man- 
ager. The store is of the family type. 
Mr. Reiff was associated with the 
Triple Cities Shoe Co. for the past 
eight years.’ William Crawford suc- 
ceeds him as manager there. 


- August 8, 1942 


Military Styles Sell in West 


ALBUQUERQUE, N. M.— Of military 
style shoes for men and play shoes for 
women and girls, Albuquerque shoe 
men say they can sell all they can get. 
Some of the stores are selling military 
styles to men in service at the Albu- 
querque Air Base, but others are selling 
large numbers to civilians. Men’s slack, 
or leisure shoes are also selling 
strongly. Replacement supplies are 
worrying most of the dealers. Some 
stores, for example, are sold out of 
men’s sport shoes, and are not hope- 
ful of getting more this season. 

Women are buying Summer sandals, 
wedge heels, with white predominating, 
and spectator pumps as fast as the 
stores can get them in. One store has 
had a big run on Mexican huaraches. 
Another store has found elasticized 
pumps a leading seller. All want more 
play shoes than they can get. Colors, 
after white, are beige, red and green. 
Several stores are doing a big business 
in novel handbags, some cloth, in gay 
colors. 

Replacing shoe salesmen who have 
been called to the colors or have gone 
into defense work is getting to be a 
problem. One store has had practi- 
cally two turnovers in help in a year. 





Shoe Store Owner Has 
Small Victory Garden 


PEesHTIGO, Wis.— Mrs. Paul Stiller, 
shoe store owner, claims to have the 
smallest but one of the most productive 
Victory Gardens in the nation. The gar- 
den is located at the rear of the shoe 


“store and contains lettuce, wax beans, 


carrots, onions, two kinds of radishes, 
two potato plants, one hill of cucum- 
bers, garden beets, endive and two 
flowering perennials. The garden is so 
small she hoes it with a tablespoon. 


New Slipper Bar for Stiefel’s 


Satina, Kansas. — Stiefel’s depart- 
ment store, here, has constructed a 
handsome new slipper bar in its wom- 
en’s shoe department which has created 


much comment. Of semi-circular de- 
sign, the slipper bar is ten feet long, 
covered with off-white imitation leather 
with a red top, and has fluorescently- 
illuminated offset shelving accommo- 
dating from eight to twelve pairs of 
play shoes. The leather is trimmed 
with brass studs, and the whole bar 
resembles a modern cocktail bar. 























Dates to Remember 


Annual Outing, Greater Buffalo 
Shoe Retailers’ Association, 
Lamm Post, Williamsville, N. Y. 

August 19, 1942 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Hotel Morrison, Chicago, Ill. 

August 24, 25, 1942 

Monthly Shee Show, Michigan 
Shoe _ Travelers’ Association, 
Hotel Statler, Detroit, Mich. 

September 14, 15, 1942 

Official Opening of American 
Leathers for Spring, 1943, by 
Tanners’ Council of America, 
and N. S. R. A. Style Confer- 
ence, Waldorf-Astoria Hotel, 
New York. 

September 16, 17, 1942 

National Shoe Fair, Hotels Mor- 
rison and Palmer House, Chi- 
cago, Illinois. 

November 2, 3, 4, 5, 1942 

Michigan Annual Shoe Fair, De- 
troit, Michigan. 

November 8, 9, 10, 1942 

Style Show and Market Season, 
Southwestern Shoe Travelers’ 
Association, Adolphus Hotel, 
Dallas, Texas. 

November 15, 16, 17, 18, 1942 





Forrg Manufacturers’ 
Association 


Los ANGELES, CALIF. — The Shoe 
Manufacturers Aszociation of Southern 
California has been formed with Mel- 
ville Kaufmann as temporary chairman. 
There are nine charter members, but 
it is felt that every manufacturer in 
this district will become an association 
member. The original signers are 
Joyce, Inc., Cobblers, Inc., California 
Shoes, Ltd., Casuals, Inc., California 
Leisures, Inc., Vogue Shoes, Inc., The 
Fern Shoe Co., Ted Saval Co. and Los 
Angeles Shoe Manufacturing Co. Per- 
manent officers will be chosen at a com- 
ing meeting. 

Objects of the association as set 
forth are, in part, to study production, 
finance, marketing and industrial rela- 
tions involved in or affecting the South- 
ern California shoe manufacturing in- 
dustry. They are also banded “to pro- 
mote and develop distinctive styling 
and designing of California made foot- 
wear with a view to retain its present 
leadership in this branch of the shoe 
manufacturing industry.” 





Shoe Man’s Son 
Gets Commission 


Detroit, MicH.—Allan Stiglitz, son 
of Harry Stiglitz, owner of the Stiglitz 
Quality Shoe Shop,.6467 Russell Street, 
here, was recently appointed a first 
lieutenant in the Air Force and has 
left for foreign service. 

Lieut. Stiglitz was born in Detroit 
and graduated from Central High 
School. He received a degree from the 
University of Arizona. 
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A Buying Guide 





TO ADVERTISERS IN THIS ISSUE 


ALLIED KID CO,, Boston, New York, Philadelphia .. ; ¥: 23 
ARNOFF SHOE CO., INC., New York City .......... “i 37 
BARIS SHOE COMPANY, New York City 36, 38 
BARSH & CEASAR, Philadelphia, Pa. 38 
CAMITTA SHOE COMPANY, Philadelphia, Pa. Pe ' 38 
COLONIAL TANNING CO., Boston, Mass. , 3rd Cover 
CONNELL, J. M., SHOE CO., Braintree, Mass. ES, S fh: ; .. 
CRADLE REST CO.., Div. of Rice-O'Neill Shoe Co., St. Louis, Mo. 2nd Cover 
CURTIS SHOE CO., INC., Marlboro, Mass. < 29 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. .......... 44 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. fs er 6 


EVANS, JOHN R., & CO., Camden, N. J. ; ' ; " 


GERBERICH-PAYNE SHOE CO., Mt. Joy, Po. 2.0... eee eee ees ss. Bock Cover 
GOODWILL SHOE CO., Holliston, Mass. . .. os are iit ease thee SS a 
HEALTH SPOT SHOE SHOPS, INC., Danville, Ml. 80.00. | 25 
HOTEL ATLANTIC, Chicago, Ill. | Mae iad 38 
“HOTEL LENNOX, St. Louis, Mo. . irae ot, Ree es” A Tena 38 
KIEFER, EDGAR S., TANNING CO., Grand Ropids, Mich. ................ 35 
KIRSCH-BLACHER CO., INC., New York City ............ ~ 38 
OHIO LEATHER COMPANY, Girard, O. ........... shia rey 
RED GOOSE DIVISION, International Shoe Co., St. Louis, Mo. oo .s ss Front Cover 
Se EE RES NA aha OAR te TOS 
RUBIN, IRVIN, New York City ...... oy is Bilis Bie tence il 
SUPERIOR SHOE CO., Chicago, Ill. ..... ee | , 34 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Brockton, Mass. .......... 35 
TRIMFOOT COMPANY, Farmington, Mo. .............. peck Sj 30 
UNITED LAST COMPANY, Boston, Mass. ........... bp | 4 
UNITED SHOE MACHINERY CORP., Boston, Moss. .. RR ARES eS 
WEIL, MK.” SHOE CO. Sh. Leal, Me. o.oo so eee ee. 34 
X-RAY SHOE FITTER, INC., Milwaukee, Wis. ............ DEEN AS 3 


Boot and Shoe Recorder 





Craddock-Cerry Co. 


preters 


COLONIAL PATENT 


IN THEIR FAMOUS 
NATURAL BRIDGE SHOES 


Making certain of giving excellent value 
is a major reason why successful manu- 
facturers retain the confidence of their 
customers, year after year. In footwear, 
the careful selection of leathers weighs 
heavily in the scales of ultimate value. So, 
it is significant that so many outstanding 
shoe manufacturers rely upon the uniform 
qualities of Colonial Patent .. . fine, even 
grain ... mellow, durable body .. . and 
economical cutting . . . qualities which 
make Colonial the largest selling patent 
in the world. 





The NATURAL BRIDGE “COVEY” PUMP 


Stock No. 4130 
Black caracul kid 
and 

COLONIAL BLACK 

PATENT LEATHER 

: In stock 

ad AAA to EEE 
COLONIAL TANNING CO. : 3} to 10 


BOSTON, MASS. 


also tanners of black, white, and colored ‘ Co. 
elk .. and splits Craddock-Terry 
| Lynchburg, Va., 
also use 
Colonial Patent in their 
children’s shoes 





Y LM 


YA 
p 


PATENT | 


for the BEST patent leather shoes 





The WAR... 


AND YOUR JUVENILE BUSINESS 


A Frank Message To Gerberich-Payne Dealers 


The Gerberich-Payne Shoe Company, 
manufacturers of America’s Outstanding 
Line of Boys’ Shoes, Gerberichs, Stride 
Rite, Junior Arch Preserver, and the 
Official Boy Scout Shoes, feel that a state- 
ment of Policy is due their thousands of 
customers at this time. 


Since the inception of Gerberich-Payne 
Shoe Company, we have had two aims: 
first, the efficient manufacture of fine 
quality boys’ shoes; and, second, the 
orderly distribution of these shoes to 
Gerberich-Payne dealers. 


Restriction of materials caused by 
America’s War Effort have made it in- 
creasingly difficult during recent months 
to make deliveries to our dealers as 
promptly and efficiently as we would like 
to make them. Contracts for Navy shoes 
now on hand, and commitments made to 
our Government for future delivery will 


AMERICA’S 
DESTINY 
RESTS 

WITH 

ITs 

YOUTH 


necessarily further restrict our produc- 
tion of civilian shoes. 


Gerberich-Payne is proud of its long- 
standing, happy relationship with YOU, 
our dealers. YOU are still of vital impor- 
tance to us, now, more so than ever before. 
But, naturally, our country’s orders must 
and will come first. We believe that with 
intelligently planned, reasonable order- 
ing by our customers, and more efficient 
work on our part here at Mount Joy, we 
can fill our Government’s requirements 
and still keep our dealers happy. 


For unavoidable delays in shipments, 
which are bound to occur, we ask your 
indulgence, and give our assurance that 
they will be as infrequent and shortlived 
as it is humanly possible to make them. 
For your cooperation in this matter so 
vital to our defense, we give you our most 
sincere thanks. 





